ee, ek i 


Vi 
SUPPLE 


Gram Geka 
with 


‘| modern 


Industrial 


“ne al POWER 
DIVE 


eV aXe bY=toNatate 













Profitable production under the Blue Eagle of the N.R.A. requires the elimi- 
nation of every form of waste. Manufacturers everywhere must set their plants 
in order NOW. Inefficient and obsolete drives and bearings rank high on the 
list of profit destroyers. Thousands must be replaced right away. 


Dodge distributors today as never before are able to serve their industries 
by recommending profitable applications of modern industrial power drive and 
bearing units. The entire engineering and manufacturing facilities of the Dodge 
organization are mobilized to help industry, through distributors, to make the 
quick adjustments necessary to hasten business recovery. 


DODGE MANUFACTURING CORPORATION, MISHAWAKA, INDIANA 

















No. 3 Beaver Ratchet—', to 1 in. 
Bolt Dies—', to 1 in. 


Ratchet mechanism fully enclosed—neo teeth 
on die head to become mutilated Oil holes 
in die heads for easy oiling and chip clear 
ance Die quure in shape; reversible; can 
be sharpened over and over again No weak 
ections to break Handy die-head carrier 


pin Right or left 
Net Prices— No. 3 complete, %% to % in, 
$12.75 » to lt in. $13.50; ' to Ll inm., $15.75; 


' ote in Fis. 


No. 17 Beaver Ratchet—', to 2 in. 


fc°7rm 


Rugged and 
fool - proof. 
Four large oil 
holes (bridged 
across top to 
prevent die 
spreading) fa- 
cilitate oiling, 
provide ample 
chip clearance 
ind insure 
good threads 
Die segments 

quare in 
hape — no 
weak sections 
to break off. 





Bu any range of e 
Net Prices No. 17 complete, 1% to 2 in, 
$13.20, '. to in., $22.20; % to 2 in., $27.80. 


No. 12-R Beaver—1 to 2 in. 

Fully elf 
contained 
and adJjust- 
able. 
Those who 
have used 
the new No 
12-R Beaver 
Ratchet say it is 
“the finest self- 
contained die 
stock ever made.” 
The Straight- 
Line Pull (ratchet 
on the die head) 
insures smooth 
and easy cutting 
good threads and 






minitiun Lear on dies and tool The self- 
contained rear-end centers the pipe accu 
rately (no bushings) Cut uniform drip 


threads and close nipples Exceptionally 
rugged vet weighs only 146 lbs Made of cer 
tified malleable iron to withstand hard use 
Right hand only 

Net Prices No 1 I One-handle Ratchet 
complete, $15.00; No 12.-RX_ two-handle 
Ratchet, complete, $16.00; Extra Dies, per set 
(threads four sizes), $1.50 


No. 8-R “4-post” Beaver 
1 to 2-in. Ratchet 
“>. 





These tools 
offer many 
new advan- 
tuges in the 






1 - post 
type of die 
stocth such 
Straight Line 
Pull that insures 
srnoother and easier 
eutting; sharper 
threads; longer die 
life; less repair ex 
pense. Accurate and 
elf-contained Rear 
End that cuts uni 
form drip threads 
ind close nipples; 
positive lis retaining de ere dies cannot lve 
come lost; interchangeable die segments, The 


lightest and strongest 1 te in. ratchet tool 
made 

Net Prices Noo S Plain, complete, $10.50; No 
S-R Omne-handle Ratehet. complete, $12.75; 
No &-RX Two-handle Ratchet, complete 
$13.75; Extra Dies, ans e, 1,1%. 1% or 2 


in., per set. $0.85; 
pe set, $0.85 


Special Brass Pipe Dies, 


Leaver Dies fit all standard ‘4-post” tools. 


e e THE BORDEN COMPANY, 293 DANA 





BEAVER \W Pipe Tools 





The Beaver Power Adapter 
\ practical, durable and efficient device for 
threading pipe by means of an eleetrie or air 
drill Uses No. 17 Beaver Die Heads Also 
drives geared cutters and threaders up to 4 
in Write for detailed information, 





“Model-A” Beaver 
Pipe Machine—!, to 2 in. 


(Capacity up to 12 in. with 


(Gieared Tools) 





Uses three Self-Contained, fully 
quick-opening die heads, each threading two 
| 


idjustable, 


sizes. Cha 





inge die heads—not dies. ',x %% in 
ind ty in. heads available, extra (See note 
* below.) 

Phe cut-off device consists of a pair of spring 
fed Knives with a safety guide to control 
depth of cut ind prevent hogging” and 


knife-breakage Nutomatic feed An exten 
sion drive shaft is used to operate Geared 
Threaders and Cutters up tol in This type 


of equipnient offers inany advantages at about 
one-third the cost of heaws stationary pipe 
head available, extra, for 
in, round bolt-dies, '™ to 


machines. 3S 





holding stand: 
1 in 


Other Outstanding Advantages Rack and 
Pinion Feed, Tilting Work Head: Swinging 
Blade-Reamer,; Accessible Oi Pump: ut 
board Pipe Support Double-Jet Oil Flow; 
Aluminum Housings to minimize weight; In- 
terchangeable Motor Unit; Easily Portable 
Universal Motor (reversible) operates on any 
110-volt a-c. or d-c. line, 25 to 60 cycle. 

Net Prices —Model-A, complete, with three 
self-contained Die-Heads, threading 1 to 2 





in and 5 gals teaver Threading Oil, $345.00 
Portable Stand a Extension 
Shaft sca Tie . in., or ty in 

extra, eneh, s20000 3, per set (each 
et threading twe i 2), $3.00 tolt Tir 
Holder, $5.00 Htolt Dvie my size, 14 to lim, 
$1. Nipple Chuck complete set of six 1 

te m Sh ft 

"Same With one Die-Head and three sets of 
li x in IND ', in T's xt in, $310.00, 


No. 6 Beaverette—', to 34 in. 


Threads 14 to % 
n without 
changing dies or 
bushing In- 
tantly sdijusted 
for over, under 
or tandard 
Universa! pipe 
ic accurately 
centers the pipe. 
Iniproved locking 
Right or left. 
Net Prices No. 6 Beaverette complete, 1% to 
1 in Silane Extra dies, per set, %% in. 
x% in. or 2x% in., $2.25 





device (now on top) 


Heavy-Duty Self-Contained Beavers 
1 to 2 in, —— 


For more than 
twenty years 
these sturdy 
“one = piece” 
tools 
been popular 
the world 


lto2in,. 
out changing 
dies or bush- 
ings. Adjust- 
able to thread 
over or under 
standard 
Without shortening the length of thread. 
Will cut crooked (drip) threads—also short 
nipples -even on 2 in New models have 
Inany improved features Right or left. 
Net Prices No. 26 Beaver Ratchet, $19.25; 
No. 25 Beaver Plain, $16.50 


No. 41-E Adjustable Threader 


2% to 4 in. 


Simple, 
rugged, 
semi-self- 
contained 
and adjust- 
able. One 
set of dies 
threads all 
four sizes. 
Enclosed 
gears, pack- 
ed with 
graphite 
“rease, pre- 
vent dam - 
age to gear 
and pinion 
and save 
ecustly repair 
bills. Gear case of nickel semi-steel—which 
means greater rigidity, smoother and easier 
cutting, better threads, and less wear on dies 
and tool. 

Net Prices —-No. 41-B, 24) to 4 im, $55.00; No, 
Hl, zt. to 6 in., $121.00; No. SO. 4% to 8 in., 
$150 00: No oo, 9 to 12 in. $250.00, 





Beaver Square-End Pipe Cutters 
No. 1 1, to l in.; No. 5—1'4 to 2 in. Cut pipe 
square, no burrs Knives feed automatically. 
Net Prices— No. 1, $13.50; No. 5, $15.00. 


No. 104 Square-End Cutter 
24. to 4 in. 

Self - contained. Gears 
encased and packed in 
gxgrease. Unbreakable 
knives feed automati- 
cally Universal two- 
jaw chuck centers and 
clamps tool on the 
pipe no bushings. A 
“one-piece” tool 
Net Prices No. 104, 
’ to 4 in. $62.50; 
No 1068, Zl. to 6 in. 
$114.00; No. 108, 4%, to 8 
$144.00; No. 112, 9 to 13 in 
$194.00; No. 10, 215 to 4 in, 
(Ratchet hand use only), 
$H0.00 Operating ratchet for 
Nos. 104, 106, 108, 112, extra, $6.00. 






No. 102 Beaver Square-built 
Pipe Cutter 






No. 102) 44 to 2 in, 
‘1 


or 3 wheels) 








No. 204 
2% to 4 in. 


(3 wheels only) 


Beaver Square-built cutters are guaranteed 
to “track™ allof the time. Certified Malleable 
Iron insures against breakage extremely 
rugged Patents pending 

Net Prices No. 102 Beaver, $3.00. No. 204 
“1, to 4 in, $10.00 (3-wheel only) (Wheels 
ind) Rollers standard and interchangeable.) 





Beaver Threading Oil 

Net Prices: One Gal Can, $1.00: 5 Gal. Pail, 

£4.50. 05 Galo Drum $12.75; 30 Gal. Drum, 

$24.005 55 Gal Drum, $'b.25 (Prices f.o.b 
Warren, ©.) 


STREET, N. E., WARREN, OHIO e e 
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WHEN THE 
G0 HOME 


x K x 


YY . a thousand conference tables, the 
business leaders of America have been fashion- 
g—in a few brief weeks—the metes and bounds of 
new economic order. To shorten hours, to increase 
ages, to grapple with the grim realities of unem- 
loyment-everywhere ... these are the objects for 
which they labored. A truce is signed, declaring an 
end to the most hostile, the most destructive com- 
mercial strife the world has ever seen. It is a solemn 
compact not to engage in practices which are unjust 
to labor, mot to sell goods and services below legiti- 
mate costs, mot to derive unfair competitive advan- 
tage at the expense of the common welfare. 


With high purpose these men, who control the 
destiny of our industrial civilization, are prepared 
to make the sacrifices required by a great cause, in 
order to give the New Deal a chance... that all 
men who can and will, may work, may earn their 
livelihood again, may spend their purchasing power 
for national recovery! 


When the code-makers go home, what then? Can 
they succeed? Can they maintain these higher wages, 
shorter hours? Can they earn a fair return on their 
invested capital? Can they keep pace with the march 
of progress? These are the questions that the world 
is asking. 


The answer is they can, if American Industry will put 
its house in order. If the barriers to purchase of new 
equipment, of supplies, of needed repairs and im- 
provements ... are lifted. If American Industry, in 
all its phases, cheerfully, whole-heartedly and en- 
thusiastically will “do its part” in aiding national 


CODE: MAKERS 








recovery. If labor, dominated by a high spirit of co- 
operation, is given the proper tools and materials with 
which to work. If enlightened management will make 
the adjustments necessary to meet the demands of a 
new and better competition, based on more intelligent 
distribution of the rewards of industrial enterprise. 


Here at Goodrich, we believe American Industry will 
meet this test of the New Deal; that manufacturing 
standards will be raised to even higher levels of eco- 
nomic and social usefulness; and that the fruits of the 
new order will be shared in proportion as this 
Code of Industrial Progress becomes a practical reality. 
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@ THEY WILL NEED THE 
GOODRICH DISTRIBUTOR 


HEN the code-makers go home, they will need 

the Goodrich Distributor. Under the National 
Recovery Program, as never before, the watch-word of 
successful plant operation is economy... economy in 
production, economy in buying and selling. The re-equip- 
ment and maintenance of manufacturing plants to meet 
the conditions of a new economic order, will require 
substantial requisitions for staple mechanical rubber 
goods. The established Goodrich Distributor in your 
neighborhood is equipped to supply them... and 
without delay. 


Strategically located in the centers of industry, he is no 
facther away from you than the other end of your local 
telephone. His understanding of your requirements for 
belting, hose, packing and numberless other mechanical 
rubber items, is intimate and thorough. He will imme- 
diately recognize the nature of your needs. He is pecu- 
liarly fitted to help you avoid costly interruptions in 
the production schedule. With complete stocks, first- 
rate delivery facilities, he handles rush orders promptly 
and efficiently. 


American Industry now sees the green light ahead, is 
making ready for the long haul. The Goodrich 
Distributor can play a vital part in these preparations 


Ps stares 33 9seNti Ale 


...and all along the way. As. never before . . . “it is 


\\ 


\ 


AW 





F clearly more economical for us to sell... for you to 
won 3 j buy... through the distributor.”...The B. F. Goodrich 
Rubber Company, Mechanical Rubber Goods 
Division, Akron, Ohio. 


Goodrich <»- 


ALL IN RUBBER 
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To Mill Supply Distributors: 


The importance of the mill supply house and its services to industry receives new emphasis under the new conditions 
of competition which the NRA has created. This timely advertisement... defining these conditions and reaffirming the 
Goodrich Distributor Policy ...is one of a series that is being published to support the selling activities of the Goodrich 
Distributor-organization. It appears in The Business Week for September 30th and in Factory Management & Main- 
tenance, Power, and Mill & Factory for October, 1933. 
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WILLIAMS’ 
SUPERSOCKETS 


—» are time and 
labor savers 












Williams’ “Supersocket” Wrenches are introduc- 
ing new economies in every branch of industry— 
operation, production and maintenance. 


These versatile wrenches provide many short-cuts. 
An almost endless combination of handles, parts 
and accessories furnishes the worker with a special 
tool for any special job. The net result in many 
instances has been a tremendous saving in time 
and labor. 


All of your industrial customers are prospects for Williams’ 





“‘Supersocket”’ Wrenches. Literature and prices zon request. 


J. H. WILLIAMS & CO., “The Wrench People” 75 Spring St., NEW YORK, N. Y. 


Williams’ “Supersocket’’ Set No.30. 
This set contains 10 handles and 
accessories of various types and 
a wide assortment of sockets. 
Fourteen Twin -Hex or Hex 
Sockets, as desired, with open- 


ings % to 1 Eight square su Ls 
sockets accomodating a set 

screws *% to 14 of an inc An 9 
efficient, comprehensive assort- «SU ET 9 


ment for general all - around 
work. C omplete i in a strong steel 
case 20 x 6 x 3'4 inches. 


WRENCHES 
BUY FROM YOUR DISTRIBUTOR 


WESTERN WAREHOUSE, SALES OFFICE, CHICAGO. -- WORKS, BUFFALO, N. Y. 
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New Opportunities Under 
the “New Deal” 


HAT’S ahead for the distributor under 

\ the “new deal”? Is his position to be 
more secure? Will opportunities for 
profitable operation be increased? What ef- 
fect is the N.I.R.A. going to have on methods 
of selling and servicing? What responsibili- 
ties must the successful distributor shoulder? 


Every distributor must answer these ques- 
tions himself, for his future success will de- 
pend largely upon the way in which he tackles 
his job under the new scheme of things. De- 
spite the fact that the outlook for the supply 
industry, generally, is brighter than it ever 
has been, individual success is going to de- 
pend, as always upon individual initiative, 
ability and enterprise. 


The N.I.R.A. has no “magic wand” which 
will insure success to the inefficient. To the 
contrary, it puts a greater premium upon 
efficiency. That is as it should be. 


Hence, it is imperative that distributors 
take stock of the new conditions under which 
they must work and make immediate plans to 
capitalize fully upon their new opportunities. 


One thing that is assured is better competi- 
tive conditions. Unethical practices are to be 
eliminated and competition placed on a higher 
plane, with selling points confined to quality, 
prestige and service. With the adoption of a 
Code of Fair Competition for this industry, 


legitimate distributors will be placed on an 
equal footing. Hours of labor, rates of pay 
and general working conditions will be stand- 
ardized and unfair competition expressly pro- 
hibited. This means the elimination of sales 
below cost, cutting under manufacturers’ es- 
tablished resale prices, payment or allowance 
of secret rebates and other special considera- 
tions, price discrimination between customers 
in the same classification, misrepresentation of 
facts about competitors, issuance of incorrect 
invoices and other vicious practices. Thus, 
as soon as operation under the industry code 
is begun, it is apparent that any advantage to 
be obtained by a distributor must come as a 
result of better selling and servicing. 


“But how,” you may ask, “can we improve 
on ‘sales and service?” It can be done only 
through planned effort. The N.I.R.A. cannot, 
nor would it want to create business which 
could be had by the inefficient and efficient 
alike merely for the asking. What the N.I. 
R.A. is aiming at is to increase the consumer’s 
purchasing power so that he can buy enough 
to keep in step with the production capacity 
of industry and thus keep the wheels of prog- 
ress turning. 

The future efforts of distributors will be 
moulded not only by the code of their own 
industry, but as well by the codes of all indus- 
tries which they serve. This becomes appar- 
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Errictency becomes the key to success under the N.I.R.A. No longer 
can the plant operating obsolete equipment and tolerating wasteful, uneconomic 
practices compete with its progressive competitor by paying starvation wages, 
working labor excessive hours and employing other unfair tactics. Such plants 
must improve their operating efficiency or suffer economic decay. Herein lies 
the distributor’s greatest opportunity to sell his services and make his position 


in our economic set-up impregnable. 


To capitalize fully on his new opportunity, it is essential that the distributor 
improve his own facilities and capabilities so that they will not be found want- 
ing in any respect. This issue of MILL SUPPLIES is devoted to a practical, 
suggested plan for accomplishing this purpose— The Editors. 





ent when we consider that wages and labor 
hours in every industry are being standard- 
ized and therefore every industrial plant, in 
order to compete, must be certain that its pro- 
duction and maintenance facilities are at least 
as good as its competitor’s. This means that 
hundreds of plants which heretofore have 
beerr able to get buy in spite of obsolete, out- 
worn equipment, will have to rehabilitate or 
pass out of existence. 


It means further that every industrial plant 
will have to eliminate waste. One of the most 
wasteful practices ever indulged in by indus- 
try is that of plants carrying their own supply 
stocks—anticipating requirements far in ad- 
vance—which invariably makes for excessive 
ultimate cost of supplies purchased. Case 
studies made in industrial plants by Mriti 
Supp.igs and published last May proved defi- 
nitely that, for the most part, industrial plants 
can save money by purchasing their supply 
requirements from the distributor as needed. 
In the past, it was possible for one plant to 
charge off 60°. and more of the cost of sup- 
plies handled and get away with it, simply for 
the privilege of buying direct and maintain- 
ing its own stock. Such waste now, however, 
will work a distinct hardship on the plant that 
attempts it, because it will present its com- 
petitor with a competitive advantage. 
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Thus, under the “new deal,” distributors 
have two outstanding sales opportunities: 


1. Selling the idea of rehabilitation to the 
many plants which must modernize in order 
to compete. 


2. Selling the idea of waste elimination 
which can be effected by doing away with un- 
necessary plant stocks of industrial supplies 
and depending upon the distributor for items 
as needed. 


In order to capitalize fully upon these two 
opportunities, the distributor must take im- 
mediate steps to, put his own house in order. 
Planned selling, which in the past has proved 
successful to the far-seeing minority, now be- 
comes imperative to all distributors who hope 
to survive and prosper in our new economic 
set-up. While planned selling does impose 
new responsibilities upon distributors, it is 
not difficult of attainment and the rewards 
are great. 


In this issue, Mitt Supp ties presents a sug- 
gested program of planned selling. Simple, 
practical and easy to adjust so as to fit the 
needs of individual distributors, it is offered 
as a contributon to the future success of the 
mill supply distributor. 
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PLANNED SELLING 


WHAT IT IS — WHY IT’S NECESSARY 


that the National Industrial 
Recovery Act will have a 
widespread effect on the buying 
and selling habits of industry. 
Every industrial plant will be 
forced to operate at maximum 
efficiency if it is to compete 
under the “New Deal.” Wages 
in all industries are being 
standardized and the price of 
raw and finished products will 
undoubtedly be stabilized, leav- 
ing plant efficiency as the prof- 
it-controlling factor. 
The purchase of industrial 


L: has been generally agreed 


Mill Supplies suggests here a plan 
for distributors which will aid them 
in functioning at high efficiency 
under the National Industrial Re- 
covery Act. This plan has for its 
aim the application of the product 
to every plant need to the end that 
distributors’ customers may be 
aided in attaining the efficiency of 
operation so necessary under the 
“New Deal.” 


in the plants of their customers. 
It must contemplate a maxi- 
mum amount of cooperation 
from manufacturers in return 
for better representation. 
Consider first the prob- 
lem of applying the most effi- 
cient tool or supply item to 
every job in the plant. Some- 
one first has to ascertain what 
operations and facilities are to 
be found in the plant. The 
distributor’s salesman is best 
fitted to do this job. Once a 
particular production or main- 
tenance problem is ascertained, 


supplies and equipment direct- 

ly affects plant efficiency both 

from a standpoint of what is bought and the quantities 
in which it is purchased. Efficient plant operation calls 
for the application of the correct tools, supplies and 
equipment to every job in the plant and it demands that 
these products be purchased in quantities small enough 
to eliminate obsolescence and depreciation, provided that 
this can be accomplished without running the risk of 
expensive shutdowns and delays. 

Industrial distributors are admirably equipped to pro- 
vide industry with the type of service which will insure 
the above requirements of plant efficiency and with the 
need for this type of service greatly increased by the 
terms of the Recovery Act, they are in a position to 
sell themselves to industry for all time. Such a sale, 
however, will never be made without planned effort. 

A plan of operation for distributors under the “New 
Deal” must be based on the idea of effecting savings 
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it is the manufacturer’s job to 

supply that salesman, through 
the distributor’s sales manager, with information on the 
proper item of supplies or equipment to cope with the 
problem, It is particularly important, wherever possi- 
ble, that data on savings which can be effected through 
the use of specific products be furnished. 

Obviously, such a procedure is not practical for every 
application of every industry supply item in the thou- 
sands of plants in the country. That would be tre- 
mendously expensive, as well as wasteful. 

However, if the distributor’s salesman would care- 
fully catalog every plant in his territory as to type and 
kind of production and maintenance facilities to be 
found in it, and the manufacturer would list, for each 
product of his manufacture, the types of plants in 
which it could be sold and the applications within those 
plants, the distributor’s sales manager, acting as an in- 
termediary, could see to it that the proper product was 














INFORMATION ON 







PLICATIONS TO BE 
FOUND IN EACH 














PLANNED SELLING 





4 | 
y, 
DECISION ON i 
WHICH PLANTS ARE - 
Flow Chart PROSPECTS FOR |__ am 
fe EACH PRODUCT The 


AND DISSEMINA- 

TION OF SALES 

DATA FOR EACH 
CASE 











INDUSTRIAL 
USER 


























OCTOBER, 1933 








applied to each need. Furthermore, he could direct his 
salesmen’s efforts to those points where sales were pos- 
sible and supply them with definite information on the 
money-saving value of a particular product to meet a 
certain job. 

One of the best features of such a plan is the fact 
that the salesman, in the course of cataloging each cus- 
tomer and prospective customer in his territory, could 
with little additional effort, list all or most of each 
plant’s supply requirements to the end that his company 
could fit itself to supply all of these requirements. 
Further, the salesman could use this list, impressive as 
it would be, to help convince the buyer of the inevitable 
wastes which are sure to result if a plant endeavors to 
carry its own stock of supplies and equipment. 

While the plan outlined above calls for the highest 
degree of cooperation between distributors’ salesmen 
and manufacturers, the heaviest burden falls on the 


shoulders of distributors’ sales managers. Given the 
available markets by manufacturers and the needs of 
their territories by their salesmen, it is up to the sales 
managers to so direct sales efforts that the proper prod- 
uct is applied to each need. 

This suggested system of planned selling embodies 
no new principles. It merely is a set of old ones given 
new purpose by new conditions. There follow some 
suggested forms to be used in compiling the informa- 
tion so necessary to planned selling. Similar ones have 
been successfully employed by various distributors who 
have already found this type of selling profitable. 

The important consideration of the plan outlined here 
is the ultimate goal at which it aims, namely, to provide 
customers with the most efficient products to fit their 
every need, thus helping them to attain the efficiency of 
plant operation which becomes absolutely essential under 
the new conditions imposed by the “New Deal.” 


What Manufacturers Must Do 
to Make Planned Selling 
Effective 


No system of planned selling can be successfully 
carried out by distributors unless manufacturers 
cooperate. What the manufacturer’s responsibility 
is and how he can do his part are explained here 


, \HE suggestion for planned selling outlined on 
the preceding pages makes it necessary for manu- 
facturers of industrial supplies and equipment to 

furnish to their distributors information as to the kind 


of plants in which there is a market for their products 
and the applications within 


ers have not made a practice of putting the data in such 
form that distributors can use it for ready reference. 

As a matter of fact, some manufacturers have never 
compiled such information or, at any rate, have never 
made it available to their distributors. Certainly, if the 
manufacturer does not know 





those plants. 

Information of this type 
has been compiled in past 
years by some manufacturers 
and disseminated in various 
forms. Unfortunately, how- 
ever, in most cases it would 


stocks. 


these products. 


be necessary to dig through 3. Make available data which will show how the 
% products can be used in various applications 

and how increased efficiency in plant opera- 

tion may be brought about from their use. 


several catalogs and various 
pieces of literature to find it. 
In other words, manufactur- 


The Manufacturer’s Responsibility 


1. Provide stocks of their products in every trade 
territory to obviate the necessity for plant 


2. Furnish to distributors’ salesmen definite in- pit 
formation on where to look for prospects for lhe 


or does not let it be known 
where his product can be sold, 
he can expect little in the way 
of tangible results from dis- 
tributors. 

manufacturer’s first 
responsibility is to make sure 
that his distributors’ salesmen 
know where to look for busi- 
ness. The simplest way to 
en tabulate such information is 
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by type of industry, as il- 
lustrated on the suggested 
form which appears on this 
page. 

This information in it- 
self is not enough, however. 
The salesman must be in- 
formed further on the vari- 
ous ways the product can 
be used within the plant. 
Just as it is the salesman’s 
job to ascertain the produc- 
tion and maintenance facil- 
ities in each plant on which 
he calls, it is the manufac- 
turer’s responsibility to 
make it absolutely clear to 
the salesmen exactly how 
his product is used in each 
application. 

The information con- 
tained on the suggested 
form on this page will show 
the salesman where to look 
for business and all that 
remains, therefore, is for 
the manufacturer to sup- 
plement this data with more 
detailed information on spe- 
cific applications and sales 
points. This material, it 
seems to us, can best be 
contained in a catalog which 
is carefully cross-indexed 
and circulated with the 
market chart. This data 
should stress the reasons 
why the product is efficient 
in various applications and 
by its use, industrial users 
will be enabled either to re- 
duce their costs of plant 
operation or increase plant 
efficiency. 


OME manufacturers are 
already supplying dis- 
tributors with data of this 
kind and they are getting 
results. If others would do 
likewise, they, too, would 
find that distributors can do 
a real selling job for them 
if given a fair chance. No 
manufacturer would think 
of asking his own salesmen 
to go out on the “firing 
line” without being fully 
armed with sales and mar- 
ket facts concerning the 
products which he makes, 
Is there any sound reason, 
therefore, why he should 
expect it of his distributors’ 
salesmen ? 
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Rubber | Packing 





Item 


Catalog References 





INDUSTRY 


Electric Railways .. 

Marine 

Electric Light and 
Power Plants...... 


| Water Works and 
Filtration 


| Quarries 
Coal Mines ... 
Metal Mines . 


Plumbing and Heating 
Construction 


Road Construction 
Chemicals & Fertilizers 


Cement and Gypsum. . 
Glass ... 
Cotton Seed Oil 
Paper Mills 
Sugar Mills 
Canning and Preserving 





Refrigerating Industries 
Smelting and Refining. 


Machine Shops . 
Foundries 


Automotive 


Shipbuilding and 
Dry Dock . 


Lumber Mills 
| Woodworking Plants 


Leather and Paper 
Products . 


Concrete Products 





The above form, a suggestion for use by manufacturers of industrial supplies and equipment 
to convey to their distributors necessary information on available markets and applications 
for their products, is easy to prepare and its form permits of standardization by all manu- 
In the left-hand column, all industries in which there is a potential market 
In the second column, the figures represent applications within the 


facturers. 
should be listed. 


Sand and Gravel Plants 


Petroleum & Nat. Gas. . 
General Construction .. . 


Ceramics, Brick & Tile. . 
Coke and Mf’d Gas.... 


Blast Furnaces ........ 


Mechanical Machinery 


| Railroad Repair Shops. . 
Cotton, Silk and Wool. . 


Catalggs No. 10 and No. 12 


APPLICATIONS 


__(See_ next column) 
1-2-3-7-8-9-10 
1-5-2-3-4-7-8-9-10 


1-2-7-8-9-10-17 


1-4-7-8-9-10 
1-8-9-2-4 
1-7-8-9-10-3 
1-2-3-9 
1-8-11-2-3 
1-8-10-11-2-3 
1-7-8 


2-4 
1-18 
1-2-3-4-8-12 


| 1-13-8-10-2-3-4 


10-9-14-3 
1-7-8-10-9-2-3-4-17 
1-9-8-11-7-10-2-3 
1-7-8-10 
1-8-11-2-3-4 

1-8-4 

1-14-8-9 

1-6-7-3 

1-9-10 

1-8-11-2-3 

1-2-3-4 

1-2-3 
1-7-8-9-10-11-15-16 
1-19 


1-5-2-3-4-7-8 
1-8-9-2-3-4 
1-5-8-9-2-3-4 
1-8-9-10-2-3 
1-8-9-10-2-3 


1-2-3-4-7-8 


.| 1-8-9-10-2-3-4 


various industries as listed in column three. 


in depth, using both sides if necessary. 


Xx. 


-Y. Z. RUBBER & MFG. 


Manufacturer 
424 Main St., Akron, O. 


Address 


George Jones—618 South St. 


Nearest Representative 


DETAILED APPLICATIONS 
(Look at Catalog pages indicated for full 
Engineering and Performance Data) 


Rubber Packing 


is used for: Catalog 
1. Engines Pages 2-3, 
2. Steam lines Page 5, 
3. Air lines Page 6, 
4. Water lines . Page 4, 
5. Condensers . Page 9, 
6. Ice machines Page 16, 
7. Air pumps ... Page 4, 
8. Water pumps ... Pages 5-6, 
9. Boiler feed pumps Page 3, 
10. Oil pumps . . Page 7, 
11. Vacuum pumps. Page 8, 
12. Acid pumps .. Page 9, 
13. Hydraulic presses Page 8, 
14. Exhausters . Page 15, 
15. Superheaters .... Page 14, 
16. Pulverizers ..... Page 13, 
17. Pumps and piping 
for powdered 
| ener Page 9, 
18. Fuel oil and as- 
phalt pumps .. Page 10, 
19. Vulcanizers Page 11, 


In column three, should be listed all known 
applications of the product together with catalog or other references which will clearly point 
out the sources for the additional information which may be necessary to close the sale. 

Forms of this type would lose much of their value to the distributor if they were prepared 
on cards or sheets of varying sizes. As a sugggestion, it appears that information of this 
type for most products could be contained on cards about eight inches in width by six inches 
If all manufacturers were to adopt this size, it would 
then be possible for the distributor’s sales manager to build up a card index system. This 
card index, together with the complete file of manufacturers’ catalogs referred to on the vari- 
ous cards, will place at the finger-tips of the sales manager complete information on where 
and how to sell every industrial supply product which his company carries in stock. 


ead 
#10 
#10 
#10 
#10 
#10 
#12 | 
#12 
#12 | 
#12 
#12 
#12 


#10 





#10 | 
#10 | 


£10 | 


#12 


#12 | 
#10 | 
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Planned Selling Places New 


OW will the National 

Recovery Act influ- 

ence the work of the 
distributor’s salesman? What 
new requirements will he be 
called on to meet? How can he 
best go about meeting them? 
These are questions which 
every salesman must give seri- 
ous thought to if he hopes to 
profit to the fullest extent from 
the “New Deal.” 

The first question can be an- 
swered as follows: “The N. I. 
R. A. will make the distribu- 
tor’s salesman’s task more diff- 
cult, but at the same time will 
offer him far greater chances 
of success if his efforts are 
properly applied.” 

As to the second question, 
the salesman will be required, 
more than ever before, to pro- 
vide his customers with infor- 
mation and service which will increase the efficiency of 
their plants. 

A plan to meet this new set of conditions should con- 
sider many points, but in general its aim must be to 
supply every customer with all of his needs and to place 
each product carried in stock in the hands of every 
available prospect. 

Any salesman’s success depends largely on his ability 
to satisfy the needs of his customers. Distributors’ 
customers, under the “New Deal,” must operate their 
plants at as near 100% efficiency as possible and it 1s 
up to the salesman to help them attain this goal. 

The distributor’s salesman can help his customers to 
a greater degree of operating efficiency in two ways. 
First, he can show them the savings to be made through 
the elimination of plant stocks of industrial supplies and 
equipment, and second, he can point out to them the 
savings to be effected through the proper application 
of more efficient products to their production and main- 
tenance problems. 

To accomplish either result, the salesman must build 
up a fund of market information. He must know every 
plant’s supply requirements in detail if his firm is to 
supply its needs and enable it to eliminate plant stocks. 
The only way that this information can be compiled is 
by studying the needs of each customer and then keep- 
ing adequate records. 

Further, the salesman must acquire an intimate knowl- 
edge of each customer’s production and maintenance 
problems if he is to make proper use of manufacturers’ 
sales information. 

Finally, through his sales manager, he must secure 
from the manufacturers whose products he sells all 
the available facts on the application of their products 
to the various problems which he runs up against. 
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The National Industrial Recovery 
Act offers distributors’ 
their greatest opportunity to make 
themselves and their companies in- 
dispensable to industry. By plan- 
ning their sales efforts with the idea 
of helping their customers to more 
efficient plant operation, they and 
their customers alike will profit. 
Such planning must have as its aim 
the application of more efficient 
products to the specific needs of 
individual plants and the elimina- 
tion of waste, resulting from exces- 
sive plant inventories 


. All this seeking of informa- 
tion would be of little avail if 
the answers obtained were not 
properly compiled for future 
reference. Obviously, no one 
man can retain in his head so 
much information about 100 or 
200 plants, let alone the neces- 
sary data on other hundreds of 
manufacturers’ lines. Some 
form on which such informa- 
tion can be recorded is called 
for. 

A suggestion for such a form 
will be found on page 11. It 
is merely a suggestion, since it 
is realized that no standard 
form will meet the require- 
ments of all distributors. It 
will be noticed that the sug- 
gested form contains, in addi- 
tion to space for the name and 
address of the company and 
names of those who control the 
buying of supplies and equipment, a place in which to 
describe the type of plant. The bare description should 
be supplemented with information on the various pro- 
duction and maintenance facilities of the plant in order 
that full use may be made of data received from manu- 
facturers on applications for their products. 

The reverse side of the form lists the principal items 
carried in stock by the distributor. When completely 
checked for any plant, it should show all items of sup- 
plies which it buys and which of these are now being 
sold by the salesman. 

What has the salesman done when he has gathered 
all of this information? First, he has acquired an inti- 
mate knowledge of his customers’ industrial supply 
needs. Second, he knows which items he is not selling 
and where they are being used. Thus, he is in a posi- 
tion to obtain help from his manufacturers in working 
up a sound sales program. Further than that, he has 
valuable information on which tg base his argument 
against excessive plant stocks. He can show the buyer 
the fallacy of trying to carry his own supply stocks by 
emphasizing the high cost of such procedure and bv 
pointing out how his company can serve his needs 
promptly, efficiently and at fair cost. Salesmen may 
well ask, “Why should we go to so much trouble? It 
looks to us as if our problem is going to be a lot easier 
with prices stabilized.” 


salesmen 


Tis true that the elimination of “chiseling” will re- 

duce the salesmen’s worries and this fact might lead 
him to believe that he can drift along under the new 
conditions and do as well if not better than formerly. 
The fallacy in this thinking lies in the fact that users 
are going to demand more complete information and 
hetter sales service than they ever have before because it 


MILL SUPPLIES 
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Responsibilities Upon Salesmen 


will be imperative for 
them to operate at maxi- 
mum efficiency and mini- 
mum expense in the new 
economic set-up. Because 
of this fact, the wide- 
awake salesman will take 
advantage of his oppor- 
tunity by supplying the 
kind of service users will 
be seeking. 

Competition among in- 
dividual salesmen, there- 
fore, will become more 
intensified with the men 
who have the best under- 
standing of their pros- 


pect’s needs, coupled 
with a knowledge of 


products which will en- 
able them to specify cor- 


rectly for specific re- 
quirements winning out. 
The plan suggested 


here is presented with 
the idea of pointing the 
way to profitable selling 
and distributors are 
urged to work with their 
salesmen in applying its 
principles to their 
businesses, 


own 


3y concentrating sales 
efforts on known prod- 
ucts in known markets— 
and that in a nutshell is 
planned selling — sales- 
men can increase their 
sales effectiveness many 
fold. With cut-throat 
sales tactics removed 
from the picture under 
the Blue Eagle, sales 
competition, on an equit- 
able will become 
more strenuous than 
ever. It is obvious, 
therefore, that 
who 


basis, 


those 
salesmen are best 
equipped with market 
and product facts will be 
in a most strategic 
petitive position. 


com- 


salesmen 
really have the opportu- 
nity of a lifetime. It’s up 
to them to 
tage of it. 


Distributors’ 


take advan- 
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This form is designed to help the salesman in finding out and tabulating all available information on 
every plant in his territory and to serve as a check on his sales to those plants. Both sides of an eight 
by six-inch card will allow ample space to include the necessary information. The front side, when 
completed, gives pertinent data about the production and maintenance facilities of the plant and the 
men who must be contacted. The reverse side contains, in column 1, a list of the principal products 
In column 2, those items are checked which are being sold to the plant. 
Once these facts are tabulated, the card is referred to the sales manager who checks over the items not 
being sold to the particular plant in question, studies the information about the plant, and refers the 
salesmen to the cards in the product file which will give him the data needed to sell any particular 
item. The mere filling out of such a card will undoubtedly open the eyes of the salesman to many oppor- 
tunities he is missing, but its real value will become apparent when the way is opened to the sale of 
certain products for application which the salesman did not even know existed. 


carried by the distributor. 

















PRODUCTS Towne SELLING | SHOULD SELL | PRODUCTS | NOW SELLING | sHoULD SELL 
Yo 6 sales manager } For sales manager) 
Ball Bearings ce. Gud 48 | Hammers 
Electric Motors , a ee” || Wrenches 
V-Belt Drives | r | Vines 
Chain Belt Drives - {| Gages 
Speed Reducers Y See Cad 46 I Air Compressors ~ See a lod 
Gears - | Metal Shelving Pay 
Leather Belting pe | Welding Equipment , See Caae..9 
Rubber Belting we | Portable Electric Tools we 
Shafting, Hangers o | Pumps , W See Curd 110-8 
Pulleys v Rope, Cordage & Twine V Egesge Arent See Card 4143 
Bearing Bronze Ct Canvas, Burlap & Felt ~ See Cad 7 
Pillow Blocks eck Sac Grid 57 Steel (Sheets, Bars, Rod e 
Trolleys & Monorails See Cad Mt Valves & Steam Specinities VEgeept Z A5ue Crd 302, 
Chain & Electric Hoists ~ Chain & Wire Rope a | 
ve , 
Trucks & Casters Rubber Packing Visco Caud 14 
Wheelbarrows e Hone veep aliawV Set lad 27 
Conveyor Belting Sc30 Gud! 17 Pipe and Fittings Po | 
Nails “ Boiler Compound Nec Grd 57 
Stencils & Supplies “See Crk 75 Paint and Brushes See. Cate 7448 
Box Strapping | See Aad 76 Waste and Wiping Rage - | 
Hand Trucks | WSee Crd 7/ Grease and Lubricating Oils ! Sac Card 472+423 
Drills & Reamers V-A.S Cutting Oils , | 
Hack & Band Saw Blades. See Gad 3/ Brooms and Brushes - | 
Taps & Dies a | Bolts and Nuts - 
Circular Saws Ont at Picks and Shovels a 
Milling & Hobbing Cutters Dot use Ladders and Scaffolding og 
Key-Seating Tools e Fire Prevention Equir ke Col /9 
Precision Instruments - Cans Pe 
Brushes YSu50 Grd 39 Safety Switcher See Cod 42. 
Saws "al 
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Planned Selling Calls for 
apable Sales Management 


Without intelligent sales direction, no program of planned selling 
can be wholly effective. Upon the sales manager rests the responst- 
bility for coordinating market facts and product information and 


seeing to it that sales effort is properly applied 


HE sales manager is the keystone of any planned 

selling program. A mere glance at the forms and 

suggestions for manufacturers and distributors’ 
salesmen on the foregoing pages leaves one fully im- 
pressed with the importance of the sales manager’s job 
in correlating the information provided and transform- 
ing it into profitable sales. 
if forms similar to those 
shown are put in his hands 
by his salesmen and_ his 
sources of supply, his abil- 
ity to do a real job of sales 1 
direction will be greatly 
enhanced. 

Perhaps the simplest way 

to explain the operation of 2 
this suggested 


should use. 


It is believed, however, that them. 








The Sales Manager’s Job 


See that each salesman studies the production 
and maintenance needs of plants in his terri- 
tory so as to acquire an intimate knowledge of 
their supply requirements. 

Have adequate records kept of market data 
developed by salesmen. 


system of 
planned selling from the 3 
sales manager’s 


Follow through with manufacturers to see that 
adequate information concerning products and 
their applications are available for use of sales- 
men, 


viewpoint 
is to trace its course, using 
a fictitious case to illustrate. 
We will assume that the 4 
sales manager has received 


Work with salesmen to see that all the avail- 
able business is being received from each cus- 
tomer. 


from his principal sources 
information 
which enabled him to com- 





of supply 





while Swanson is selling this plant a considerable num- 
ber of items, as shown by checks in column 2, there still 
remain a good many more which a plant of this type 
For each of the unchecked items he refers 
to the product card for that item to see whether paper 
mills are prospective customers and, if so, how they use 
Upon examination, he finds that Swanson is not 


selling this plant any rub- 
ber packing. He pulls card 
24 from his product file and 
finds that paper mills are 
prospects for rubber pack- 
ing and that it is used on 
engines, water pumps, vac- 
uum pumps, steam, air and 
water lines. Again return- 
ing to the front side of his 
“Customer Information” 
card, he finds that this plant 
has all of these items with 
the exception of engines. 
So he writes Swanson a 
note or tells him personally 
to go after A. B. C. on rub- 





Market and Data 
Cards.” These cards are filed in alpha- 
betical orde 


plete a card index of 
ASME C. y, lll 


. pa : 2 fe 
convenient manner, and numbered. The ae RG 
supplementary information referred to 
and memoran- 


r, by products, or in any other 


on these cards, catalogs 


~ 1 ph lig 
ey 


— ION OF PLANT Hlamatiie oh pape —F gee emanate... 


—— ABOUT PLANT 


Mh. 
Hants 





dums, is carefully 
reference. 

His salesmen have been supplied with 
the “Customer Information” cards and 
instructed to complete one for each cus- 
tomer and prospect in the territory. 

Salesman Swanson, at the end of the 
week, turns in his “Customer Informa- 
tion” cards, one of which is for the A. B. 
C. Paper Company. A glance at the 
front of the card tells the sales manager 
what type of plant this is and a good deal 
about the equipment and methods used. 

He turns the card over and finds that 
12 
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ber packing, telling him at the same 24 
time where to look for the business 



































3 : ‘ : Rubber Packing X. Y. Z. RUBBER & MFG. CO. 
oe him to get hold of pa Manufacturer 
X.Y. Z. Rubber and Manutfactur- 424 Main St., Akron, O. 
ing yn s — 10 and i Abivess 
tor definite data on the type In- 
. my - oa ae alin ‘Catalogs No. 10 and No. 12 George Jones—618 South St. 
stallation in question. : 
Catalog References Nearest Representative 
The potential profi he dis- a 
Snt PORES PeOmt to the me | DETAILED APPLICATIONS 
tributor, which can result from the INDUSTRY APPLICATIONS | (Look at Catalog pages indicated for full 
: 4 ‘. a | See next column) Engineering and Performance Data) — 
installation of a system such as this SSS <= —=|— a = 
one, is limited only by the complete- Seer Coney =~ 5+ (123-7.89-10 
ane i ry NN sine neces | 1-5-2.3-4-7-8-9-10 | Rubber Packing is used for: 
ness of the records and the thor- Blectric Light end | | a 
oughness with which sales possibili- Power Plants...... .| 1-2-7-8-9-10-17 | 1. Engines Pages 2-3, Cat. 10 
ie eee: — : x ee Water Works and | | 
S al > Sales ° m ° 
— i followed by the lesmen Filtration .......... 1-4-7-8-9-10 | 2. Steam lines W... Page5, Cat. 10 
rhe sales manager with complete Sand and Gravel Plants | 1-8-9-2-4 | ne 
records has at his finger-tips every- NN ios vcs | 1-7-8-9-10-3 | 3. Air lines ”.... Page 6, Cat. 10 
thing he needs to direct successfully Coal Mines ........... | 1-2-3-9 | 4. Water lines J Page 4, Cat. 10 
his men’s efforts to those plants Metal Mines ......... | oer 
‘ oa teat a . mae Petroleum & Nat. Gas 1-8-10-11-2-3 5..Condensers . ... Page 9, Cat. 10 
where sales are possible, to instruct 6 + Ppiaaae ree | 
e . enera onstruction .. of Hi] a 
them where to look for — Oinaditen: end Heating | 6. Ice machines .... Page 16, Cat. 10 
when they get there and how to sell Bayes 2-4 7. Ale pumps ...... Page 4, Cat. 12 
any designated product. oad Construction ....| 1-18 
ma j : Chemicals & Fertilizers.| 1-2-3-4-8-12 8. Water pumps #. Pages 5-6, Cat. 12 
If distributors will operate under Ceramics, Brick & Tile | 1-13-8-10-2-3-4 | 
such a_ coordinated system of Coke and Mf’d Gas. ...| 10-9-14-3 | 9. Boiler feed pumps Page 3, Cat. 12 
planned selling their position in our Cement and Gypsum . | 1-7-8-10-9-2-3-4-17 19 Oi pumps .... . Page7, Cat. 12 
economic set-up will become unas- Glass te ae at | 3-9-8-21-7-10-2-3 






sailable. Their necessity will be 
agreed upon by manufacturer and 
user alike. To the manufacturer, 


i111. Vacuum pumps Page 8, Cat. 12 






Paper Mills .......... 1-8-11-2-3-4 | 
12. Acid pumps ..... Page9, Cat. 12 





Canning and Preserving | 1-14-8-9 
































ar a ; j : |13. Hydraulic presses Page 8, Cat. 10 
distributors operating under such a Refrigerating Industries | 167-3 | 
program, will become such efficient Smelting and Refining | 1-9-10 \l4. Exhausters .. ... Page 15, Cat. 10 
. Blast Furnaces ........ | 1-8-11-2-3 i 
sales ambassadors as to preclude the | 
panne P dws ? Machine Shops .. ... | 1-2-3-4 |15. Superheaters .... Page 14, Cat. 10 
possibility of changing to some other | 
1. : Foundries ++] E23 16. Pulverizers . ... Page 13, Cat. 10 
outlet. lo the user, they will be- Mechanical Machinery | 1-7-8-9-10-11-15-16 
come indispensable because of their Automotive | 1.19 17. Pumps and piping 
ability to aid him in keeping his Shipbuilding and | for powdered 
lant at 100% efficiency Further por ren arity \ OE 2.00 00s ragee, Cmts 
plant a : fo CMClenecy. 3 Railroad Repair Shops | 1-8-9-2-3-4 
than this, such procedure will en- Cotton, Silk and Wool | 1-5-8-9-2-3-4 | 18. Fuel oil and as- 
able distributors to earn a profit on Lumber Mills | 1-8-9-10-2-3 phalt pumps .. Page 10, Cat. 12 
. . . ° i ¢ 
their invested capital. Woodworking Plants .. | 1-8-9-10-2-3 119. Vulcanizers ..... Page 11, Cat. 10 
Z se Leather and Paper | 
Are not these rewards of suffi- Weta .......<. | 1-2-3-4-7-8 | 
cient inducement to start the ball Concrete Products | 1-8-9-10-2-3-4 ' 
rolling now toward planned selling ? 
PRODUCTS NOW SELLING | smOULD SELL | PRODUCTS | NOW SELLING | SHOULD SELL 
saleeman For sales manager | saleaman | (Por sale manager) 
= —- See Cad 49 — | ~ | A 
= oe = on “geo stomcBe g 
Chain Belt Drives ie Gages - , reverse side of the salesman’s re- 
Speed Reducers Yr G J Air Compressors G "4 a 
ao = om 8 | ae | oo y mm port will tell the sales manager the 
Senter ung = Welding Equipment | items which are not being sold. 
Rubber Belting - Portable Electric Tools | o 
Shalting, Hangers = — uc Ceadeoay For each of these products he re- 
meapeias = pang ty Bop Meant Sa _— fers to a product card similar to 
Pillow Blocks Cree —§ ea Grad £7 |, Steel (Sheets, Bars, Rents) rv the above, ascertains whether the 
Gunn Scena Comnenen el POS ta ace ee nd plant in question is a prospect and 
Shain & Electric Hoists a “. Cad 
: : - | 5 e ° 
Troe & Carer ae Rubher Packing |e he Ce ig checks the applications to be 
Conveyor Belting See Goal 17 || Pive and Fittings | rm found in plants of this type. In 
Nails - | Boiler Compound | VS 507 . + . 
Sear | ae me Co | :, oe. —_ this case, the salesman’s report in- 
Hox Strapping | See Land 76 || Waste snd Wiping Rags | a le zey dicates that the plant uses no en- 
Hand Trucks See Geeel 7/ || Grease and Lubricating Oils 9720423 i At: 
Drills & Reamers | AMS -— | a4 ae gines but that pumps and piping 
Hack & Band Saw Biades | See Gard 3/ || Brooms and Brushes | - | are to be found. Reference to the 
Taps & Dies am | |) Bolts and Nuts | - : 2 
Circular Baws a |, Picks and Shovels | “| . catalog pages indicated will quick- 
Milling & Hobbing Cutters Qent | Ladders and Scaffolding | e | . 
pce a | sics Gooscnaioe Ries ea ly arm the salesman with facts to 
Precision Instruments | ee Cana | “ae Fs do a constructive sales job on a 
Brushes A au d | Safety Switches | \ Cd 
= anit ae | os real prospect. 
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Distributors and Manufacturers 


Agree That: 


Planned Selling Is the 
Profits 


Key to 


N the past, planned selling has been the exception 

rather than the rule. Some distributors have been 

applying the principles successfully for many years 
but there haven’t been enough of them. There are sev- 
eral reasons why this has been true. For one thing, it’s 
human nature to follow the line of least resistance and 
in good times it is possible to operate at a profit by 
so doing. Then, again, because there was nothing to 
prevent price-cutting and other unfair trade practices, 
there was never any real assurance that the distributor 
who did the best selling job would get the business. 

Too frequently some price-cutter would step in with a 
low price and get the business after someone else had 
done the sales work. Finally, there used to be, and 
still are for that matter, a good many industrial users 
who for one reason or another prefer to buy direct. 
However, present-day conditions are forcing such users 
to weigh carefully their purchasing practices, something 
they weren’t so prone to do in prosperous times. Hence, 
they are now in a receptive mood and not so apt to 
turn a deaf ear to the sound arguments which the dis- 
tributor can put forth regarding the economies to be 
effected in purchasing supply requirements through him. 

Under the code which distributors will soon begin to 
operate, there is only one path to profits, that of planned 
selling. There'll be no price incentive to dangle in front 
of a prospect as a buying inducement. Hard work and 
sound salesmanship, backed by quality products and 
real service, will be the sales clinchers. 

That the industry is alive to its new responsibilities, 
if it hopes to profit fully from its new opportunities, is 
evidenced in the statements recently made to MILL Sup- 
plies by a number of distributors and manufacturers. 
Space will not permit the publishing of all the expres- 
sions of opinion received, but here are some of them: 

“We believe 100% in the idea of planned selling and 
have been carrying it out in practice for the last two 
Frank Pidgeon, vice-president in charge of 
sales, Pidgeon-Thomas Iron Company. 


years.” 


“Planned selling, beyond a question of doubt, in these 
days of constantly changing conditions, is essential to 
During the past three years, our 
promotional activities have been directed toward a clearer 
understanding of the following factors which make for 
1. Knowledge of markets, 2. Proper appli- 
cation of products to specific jobs, and 3. The making 
available of informative data for distributors’ salesmen. 

“It has been planned selling of our products by dis- 


successful selling. 


sales success : 
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tributors which has been largely responsible for the suc- 
cess of the Osborn Plan of Cooperation with industrial 
distributors. We believe that planned selling will be 
doubly important under the NRA.”—C. W. Titgemeyer, 
vice-president, The Osborn Manufacturing Company. 

“We agree that under the NIRA, selling will be on 
a much higher plane and that distributors whose sales- 
men have the greatest knowledge of their lines will be 
the most successful. The greatest service that the manu- 
facturer can give distributors is to aid in making their 
salesmen better informed on his products.”—F. W. 
Glover, president, The Textile Mill Supply Company. 

“We recognize our responsibility to distributors under 
the ‘New Deal’ and are planning to furnish them with 
all the necessary facts concerning our products to insure 
intelligent salesmanship.”—O. W. Wagner, vice-presi- 
dent, The Belmont Packing and Rubber Company. 

“The ‘New Deal’ offers the distributor a rare stimu- 
lant. Under it, salesmen are going to have to acquire 
a complete knowledge of customers’ needs to be suc- 
cessful. 

“As I contemplate the recent past, the future looks 
rosy. Proper ethics, old-fashioned consideration, real 
cooperation, splendid ideals and plenty of hard work in 
complete harmony with suppliers, customers and com- 
petitors gives us the biggest opportunity ever. Let’s 
grab it.”—P. O. Boylan, sales manager, The W. M. 
Pattison Supply Company. 





*There’s no question but what planned selling is essen- 
tial and the success of any such program is largely 
dependent on the salesmen.”—P. M. Cowan, Kelly-How- 
Thomson Company. 

“We agree that new opportunities are afforded dis- 
tributors under the NIRA and that planned selling is 
necessary to take advantage of them.”—H. Staffel, San 
\ntonio Machine and Supply Company. 

“We are in agreement that planned selling will be 
essential to success under the NIRA.”—J. A. Summers, 
manager, Summers Hardware Company. 

“Our thoughts concerning planned selling coincide 
with yours. As a matter of fact, we have been applying 
the principles of planned selling for many years.”—E. A. 
Hirshon, W. S. Wilson Corporation. 

It seems apparent that the successful distributors of 
the future will be those who adapt planned selling 
principles to their business. See to it that you are 
numbered among that group. 
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Modernization Offers Distributors 


Their Greatest Sales 
Opportunit 


|. the NI R A, 
plant modernization becomes imperative. 
With labor hours and wages standardized, 
those plants with thoroughly modern equip- 
ment and methods will have a distinct com- 
petitive advantage over competitors who 
are not as well equipped. . American busi- 
ness is truly entering an era in which only 
the fittest can survive. Thousands of indus- 
trial plants are today faced with the abso- 
lute necessity of rehabilitating. In some 





cases, plant equipment needs thorough over- pea ati ~—— peas sige edhagpitic ier 

a a saa e often than not it will 
hauling, in others the purchase of a limited break, adding further to the delay while the worker 
amount of modern supplies and equipment goes for a new one. The worker on the left is worry- 
will suffice. In either case, the distributor ing along with a bent frame. Contrast this to the 
ea : ga P ei worker on the right using a new pistol-grip frame. Get 
is in a strategic position to aid the plants in your customers to replace old, bent frames with new 
his territory in improving their mainte- ones. They’ll profit as a result by increased efficiency 


nance and production facilities so as to and you'll profit by making the sale. 
keep abreast of the times. 


At the Stover Manufacturing and Engineering Com- 
pany, it used to be the practice to shovel by hand into 
trays pulleys, sheaves and wing nuts which were to be 
drilled and tapped. Now, they are dumped into the 
hopper shown at the left and carried up on a vertical 
power conveyor to a horizontal conveyor from where 
they are released by a gravity feed into the trays below. 
Trip levers allow the operator to open any one of 10 
stations into which the castings can be released. There 
are 10 machines in line and simply by operating the 
correct lever, pulleys may be dropped off at the first 
station, sheaves at the next, wing nuts at the third and 
so on down the 
line. Thus, contin- 
uous feeding of 
various castings to 
the proper ma- 
chines is con- 
trolled by the or- 
der in which the 
boxes bearing dif- 
ferent castings, are 
emptied into the 
hopper. This mod- 
ern device is saving 
663% time in 
handling castings 
over the old 
method and _ has 
reduced operating 
costs accordingly. 
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The door to this heat-treating oven 
is warped and cracked. Fire bricks 
are broken, cement no longer holds. 
This company will be forced to re- 
pair this door sooner or later. Some 
enterprising salesman will translate 
this opportunity into an order. 





This manufacturer of addressing 
machines recently installed roller 
hanger bearings. It is an excellent 
example of a modern group-driven 
plant, one which is in a position to 
operate profitably under the “new 


deal.” 








Numerous sales opportunities of the kind illustrated here exist throughout 

industry. Contrast the two grinding machines. Note in the photograph to 

the left how badly the rear wheel is worn and also the broken oil cup. Con- 

trasted to this obsolete machine is the modern installation in the right-hand 

picture with the light over the wheel, glass shield to protect the eyes of the 
worker and suction pipes to draw the grit-laden air away. 


Inspectors in this plant used to de- 
pend upon visibility entirely in meas- 
uring the accuracy of valve seats in 
automobile cylinder heads with the 
result that they were off as much as 
025 to .030 of an inch. Now a 
dial gauge is used and the accuracy 
of a valve seat with the valve stem 
is held to from .004 to .005 of an 
inch. Under the old machining 
method, it would take 20 minutes or 
more to grind in some of the valves. 
Now with new cutters, tool holders 
and seating tools, it takes but two 
or three minutes. 





With thousands of mechanics returning to work after having sold or rented their 

precision tools, there should be a real demand for them. Precision is required 

in the manufacture of motors and the worker pictured here is hand-fitting rings 
for high-speed racing motors. 
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The laundry ironer equipped 
with a short center drive, as 
shown below, replaced the gear 
drive indicated above. Note 
particularly how oily and greasy 
was the old _ installation as 
contrasted to the new. In laun- 
dries, obviously, cleanliness is an 
important factor. The short cen- 
ter drive installation effected a 
saving of about 40% in floor 
space, as well as a tremendous 
improvement in operation. 
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To the left, tractor cylinder sleeves 
are being honed on an old-fashioned 
drill press. The operator must 
keep the wheel turning to move the 
hones up and down. The new auto- 
matic honing machine, illustrated at 
the right, holds the cylinder sleeves 
to closer limits by means of an auto- 
matic air chuck which forces the 
cam. Not only is the new machine 
capable of performing a more accu- 
rate operation, but it steps up pro- 
duction by 50% as well. 
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In the old-fashioned cooper shop above, one man working hard eight hours 


a day could turn out three barrels. 


In the new barrel factory below, one 


man produces eight barrels per day and they are more uniform in every respect. 











“Only the Modern Plant 


Can Survive” 


Say 


R. M. BENNETHUM 
President 
Stover Manufacturing and 
Engine Company 


J. L. HECHT 
Vice-President 
French and Hecht 


F. J. POSTEL 
Vice-President in charge 
of Manufacturing 
Blatz Brewing Company 


L. L. MUNN 
President 
Arcade Mfg. Co. 


OTTO KNEPFER 
Superintendent 
The Spencer Manufacturing 
Company 




















L. L. MUNN 
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Or: of the far-reaching effects 
of the N. R. A. is that it has stimulated an interest in 
plant efficiency. Production men are finding it neces- 
sary to study manufacturing short-cuts with renewed 
zeal. There are two reasons which have brought about 
this need. First, prices of material which go into the 
finished product have advanced anywhere from 10 to 
50%. For example, in our own case, the cost of paper 
products, such as cardboard and corrugated boxes, has 
skyrocketed at least 50%. Lumber, rubber, and paint 
have advanced 20 to 25%. Only this morning we had 
a telegram saying that steel was up 10 to 15%. 
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“Then in addition to the increased cost of materials, 
our labor costs have advanced 124%2%. This is not only 
true of the Arcade Manufacturing Company, but applies 
unquestionably to every other toy manufacturer as well. 

“The 125 to 150 toy manufacturers, whose code has 
been accepted by General Johnson and is now waiting for 
the President’s signature, are already operating under it. 
In other words, practically every member of the toy in- 
dustry is paying more for his materials and more for 
his labor, all of which, naturally, means higher and more 
uniform prices. 

“Therefore, as I see it, the manufacturer who makes 
a reasonable and fair profit will be the one who can lower 
his production costs through efficient plant management. 
It will no longer be possible to keep step with a highly 
modern competitor by employing cheap labor for long 
hours. Equalized material and labor costs are superin- 
ducing modernized plant methods. To my way of think- 
ing that is the only guide-post to profit, the only means 
whereby we can capitalize on the ‘New Deal’ rather than 
be suffocated by it.” 

L. L. Munn, President, 
Arcade Manufacturing Company. 


66 

Ti LE Spencer Manufacturing 
Company had no hesitancy in signing up under the Blue 
Eagle. Efficient operation has kept the plant running 
during the depression, and we are glad to do our part in 
the universal cooperative effort to raise wages. We feel 
that it is our duty to raise wages as much as possible 
without increasing costs, and to do this we have modern- 
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ized our plant, putting not only more men to work, but 
new machines as well, with results which are pleasing.” 
Otto KNEPFER, Superintendent, 
The Spencer Manufacturing Company. 
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F. J. POSTEL 
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lr | thought modernization 
was important before June 17, 1933, the date the Presi- 
dent signed the National Recovery Act, then I know it 
is imperative now. Business can no longer run on tradi- 
tion. It’s going to be a drive for quality and reduced 
costs from now on. Only through high quality standards 
and low manufacturing costs can any business survive. 
With everyone in the industry carrying out the new set 
of trade conditions, only the most modern plant can hope 
to enjoy wholesome profits. 

“General Johnson says that we must shorten working 
hours, raise wages and employ more people. Common 
sense tells us that we cannot do this by lowering quality 
standards. This can be done only by paring manufactur- 
ing costs through the purchase of quality tools and mod- 
ern machinery and equipment. In this manner, we can 
step up each man’s output, improve the quality of his 
work, and thus be assured a reasonable profit. We 
strongly believe that with the new minimum wage scale, 
it will be cheaper to buy only quality tools, as the output 
per man is often doubled if he is given efficient tools with 
which to work. A 10% saving in the first cost of a tool 
is nearly always wiped out through excessive repairs, 
early replacements and limited output. 

“Plant shutdowns today are also going to be more costly 
than before. With the new wage scale and the shorter 
week, production must go along on an even flow. To 
assure this condition, we are working toward duplicate 
tools and duplicate equipment throughout, so no matter 
what happens, our production schedule will be uninter- 
rupted.” 

F. J. Poster, Vice-President, 
Blatz Brewing Company. 
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Tue certainty of rising prices ; 
the re-employment of thousands of workers; the in- 
creased wages of present employees and the extra leisure 
hours for spending have stimulated buying to such pro- 
portions that industry has been forced to increase its 
production facilities. In other words, industrial plants 
are undergoing a rehabilitation period. Modernization 
is not only motivated by a spirit of patriotism, but it is 
a definite necessity. Formerly, the plant with antiquated 
equipment could compete with a highly modern plant by 
employing cheap labor. But today, with standardized 
labor and material costs, modernization will be the master 
key to profits. 

Last year, companies that had enough surplus to spend 
money ‘putting their houses in order’ could do it in a 
leisurely fashion. Now, there is no time to be lost. 
Machines and equipment must be put in shape and pro- 
duction schedules accelerated without delay. There is 
a general feeling that after the past three years, not a 
dollar’s worth of business can be lost. Repair parts, 
new equipment and maintenance supplies are needed at 
once, and we are buying them from the distributor be- 
cause we know we can get unexcelled service and buy 
in small quantities. 

“Events of the last three years have proved that mana- 
gers of industrial plants will not spend money for plant 
maintenance until they have to. They are human. And 
nobody can do anything about it. Nor were plant execu- 
tives entirely to blame. They were told by the banks to 
keep as liquid as possible. But that was yesterday. 
Today the wheels of industry are starting to turn at an 
increased rate of speed. To our way of thinking, the 
industrial distributor will be quick to benefit, providing, 
of course, that his stocks are adequate and his selling 
sound,” 

R. M. BENNEtTHUM, President, 
Stover Manufacturing and 
Engine Company. 




















J. L. HECHT 


“7 
T is obvious that the cur- 
tailment of labor hours which is insisted upon by the 
National Recovery Administration will be an incentive to 
increased efficiency in mechanical devices. The concerns 
that are so equipped will be the low cost producers and 
thus will have a tremendous competitive advantage.” 
J. L. Hecut, Vice-President, 
French and Hecht. 
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INDUSTRIAL SUPPLY AND EQUIPMENT SALES FOR AUGUST, 1933 
100 — Average Monthly Sales, 1923—1925 


Indicator continues to rise in August despite losses in East 


and Middle West. 


ONTRARY to expectations, sales of industrial sup- 

plies in August were somewhat larger than those 
in July, based on sales reports from over 100 distribu- 
tors in all parts of the country. The Sales Indicator 
rests at 61.8 as compared with 58.0 for the previous 
month. 

This gain was registered in spite of a slight falling off 
in business throughout the East and Middle West. Dis- 
tributors in the eastern states, who for July reported 
sales as 56.8% of the average month’s sales during fhe 
years 1923, 1924 and 1925, report August sales as 54.1%. 
The Middle Western Sales Indicator, which registered 
54.6 for July sales, shows only 51.9 for August. 

On the other side of the ledger, however, southern 
distributors report August sales as 78.5% of normal as 
compared to 69.1% for July and reports from the west- 
ern group place the August indicator at 71.6 as com- 
pared with 64.8. 

A few reports were received from the Pacific Coast 
section but hardly a sufficient number on which to base 
an accurate indicator for this section. The reports, all 
of which registered gains, were figured into the national 
figure, however. The short time allowed in which to 
receive reports due to the necessity for this issue being 
ready for the convention necessitates the omission of 
the Pacific Coast Indicator for August. This figure 
will be picked up in the November issue. 
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Further gains for southern States. 


It is interesting to note that, for the first time, the 
Sales Indicator is approximately on a level with several 
general business indicators. All of these registered 
losses during the month of August, that of the Business 
Week dropping from 69% in the last week in July to 
63% in the last week of August. The sale of industrial 
supplies during the same period showed a small increase. 
It will also be remembered that last spring when the 
general business indicators were rising in leaps and 
bounds, sales of industrial supplies as depicted by the 
Sales Indicator lagged behind and increased a very little 
at a time. While it is obvious that the period of time 
covered by the Sales Indicator is entirely too short to 
use in establishing trends, it appears that industrial sup- 
ply sales lag behind general business on both the upturn 
and the down grade. This situation, however, may well 
be a phenomenon of this strange depression, the like 
of which has never been encountered. 

The NIRA opens the door for the accumulation of 
valuable records and statistics by national and local trade 
groups. The certain knowledge of total sales in any 
district should act as the greatest possible check on cut 
prices. Mitt Suppvies again offers its services to heads 
of local and national groups in compiling this data. 

Sales indicators for the North Atlantic, Southern, Middle 


Western, Western and Pacific Coast states will be found on 
page 29. 
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“Osborn’s 
Partnership Policy 


with Distributors 


becomes doubly 


important under 


the N. R. A.”’ 


C. W. Titgemeyer, Vice-President, 
The Osborn Manufacturing Company 


“Industrial products are to be judged less and less 
on the basis of first cost and more and more on the 
basis of end-of-service cost. 

“To meet this trend squarely, PLANNED SELLING 
becomes imperative under the N. R. A. 

“All points in Osborn’s Partnership Policy with 
Distributors are directed to make PLANNED SELL- 
ING of Osborn Brushes productive of results.” 


Peo. Daag 


Vice-President of The Osborn Manufacturing Company 











Planned Sellin 


becomes of greater importance to 
distributor success under N. R. A. 


Svinbol of the Government's National Industrial Recovery Act 


[> these history-making days, alert distributors are keeping ‘a 
Ww 


atchful eye on the trend of events. Important to the distributor 
is the very noticeable swing toward products of Quality, Prestige 


and Performance. 


Industrial purchasing is emerging as more of a science in judging 
the comparative merits of products on the basis of their service- 


ability... with price a secondary consideration. 


Not “first cost” but “end-of-serviee cost” is the yardstick of buying 


that must be met by an equally eflicient method of selling. 


Planned Selling always recognized as important by progressive 
| y prog 


distributors — now becomes vitally important to distributor success. 


It is not enough for a distributor to seleet products of proved 
Quality, Prestige and Performance. Of equal or greater importance 


is the policy of the manufacturer with the distributor. 


Inadequate cooperation from the manufacturer weakens the dis- 


tributors relations with his customers. 
Only by joining hands in a spirit of “partnership,” can the manu- 


facturer and distributor employ Planned Selling methods to attain 


a successful relationship with industrial users. 
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lanned Sellin 


will continue to be an important 


part of The Osborn Plan 


Symbol of Osborn’s Partnership Relation with Distributors 


7... recognizes the “Brush Conscious” Distributor as a mer- 
J chandiser... not as a user of Osborn Brushes. On that founda- 
tion, Osborn built a plan of sales cooperation that includes every 
factor contributing to the successful sales development of the Dis- 


tributor’s brush business. 


PLANNED SELLING has been and will continue to be an integral 
part of the Osborn Partnership Poliev with “Brush Conscious” 
Distributors. 


\s evidence of that statement, we quote from the January, 1933, 
issue of “Brush News” as follows: 


“Conditions which face us in 1933 can only be solved by the 
“New Deal between manufacturer and distributor. More than 
ever, they must deal together, not as buyer and seller, each look- 
ing for an advantage over the other, but as partners... intent 
upon bringing in the utmost of profitable business from the area 
they mutually serve. 

“The Osborn plan of cooperation with distributors... our 
distriputor policy . . .is a fundamental part of our business. It 
implies an attitude toward those engaged in the distribution of 
Osborn products that can be deseribed by no better term than 
‘Partnership.’ 

“As industrial distributors, you are virtually ‘partners’ in 
our business... not in the legal sense of the word but in the 


sense of close cooperation which the word implies.” 


The Osborn Partnership Policy with Distributors has a definite 


objective as graphically illustrated on the following pages . 
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How the Osborn Plan Funcetions 
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Point by Point, Osborn’s 
Distributors is Geared to the 
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1. METHOD OF DISTRIBUTION 


Osborn employs a “Selective-Exclusive” method of distribution whereby Osborn Distribu- 
tors are selected for their ability to provide representative Osborn Brush Service to industrial 
users. With mutually understood exceptions, Osborn Brushes are sold exclusively through 
Osborn Distributors. 


Lc. =e 
at 
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2. DIRECT SALES 
Where special conditions or requirements demand that the manufacturer provide direct 
service to users, such business is conducted with the full knowledge of Osborn Distributors 
who recognize the manufacturer's right to safeguard this business. 

I~ 
"are> 


3. DISTRIBUTOR PROTECTION 


Where Osborn Brush Service can be maintained eflicientlh, and economically through dis- 


tributors to users, Osborn extends full cooperation to help distributors increase and safe 


ry 
4. RESALE PRICES 


Osborn makes every practical, legal effort for uniformity in prices which are equitable to 


Osborn distributors and their customers. Only by virtue of established prices to users, in 


cuard this business. 


equitable ratio to manufacturing and distributing costs, can Osborn and Osborn Distribu- 
tors maintain the high standards of Osborn Brush Service to Industrial Users. 


|<> 
5. SALES CO-OPERATION 


Osborn salesmen work in close cooperation with distributors’ salesmen, when required, and 
every possible effort is made to assist distributors’ salesmen to improve their service to 


customers and derive maximum returns for their efforts in developing Osborn Brush 
business. 
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“New Deal in American Business 
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6. ADVERTISING CO-OPERATIO 

Osborn’s advertising and sales-promotional activities are closely co-ordinated with sales. 
Practical information about Osborn Brushes, helpful marketing data and other sales helps 
distinguish Osborn advertising to Distributors and their Salesmen. In Osborn advertising 


to Industrial Users, the primary objective is to pave the way for the Distributor’s Salesmen. 


|= 
7. STOCK CONTROL 


Phe Osborn “Partnership” Policy makes it appreciably easier for distributors to maintain 


well-batanced brush stocks, secure faster turnover and increase the annual return on their 


i ar. 
8. COMPETING LINES 


“Brush Conscious” Distributors are expeeted to sell Osborn Brushes whenever the cus- 


investment. 


tomers needs can be satisfied by the right seleetion from the Osborn line. However, in those 
rare instances, where the Osborn line does not blanket a customer's requirement, Osborn 


recognizes the right of the Distributor to seek the type of brush his customer requires, 


. Y 
9, PRODUCT RESEARCH AND DEVELOPMENT 
Osborn’s research and development activities are directed toward constant improvement of 


Osborn Brushes. Asa result. practically every industrial brush requirement can be met by a 


correct selection from the complete Osborn line. 
ry] 
—< or 
10. PRODUCT GUARANTEE 
Osborn Brushes are made according to high standards of manufacturing and will deliver 


satisfactory on-the-job performance at low end-of-sersvice cost. Any Osborn Brush that fails 


to deliver satisfactory performance heeause of defective materials or workmanship will be 


‘OSBOR> 


replaced by Osborn. 





APPROVAL 


Of Osborn’s Partnership Policy 


With “Brush Conscious” Distributors 


“Osborn’s 10-Point Part- 
nership Policy is significant 
of Osborn’s understanding of 
Distributors’ problems. This 
sort of cooperation is closely 


allied with the recovery pro- 


gram under the N.R.A.” 


“Osborn’s 10-Point Poliey 
is set up right. You know 
where they stand. [believe 
the Osborn Plan sounds the 
keynote of a successful rela- 
manufac- 


tionship between 


turer and distributor under 


the N.R.AL” 


“We cannot say too much 
in appreciation of the real 
cooperation we have received 
from Osborn. Past experience 
with the Osborn Plan’ con- 
vinees us that we are fully 
prepared for new conditions 


under the N.R.AL”’ 


“We are 


brush 


going after the 
business in earnest. 
With the Osborn line and the 
Osborn Plan we feel we have 
a combination that assures a 
steady sales development of 


Osborn Brushes.” 


“Osborn’s Partnership 
Plan is exactly as repre- 
sented. That fact makes it 
possible for us to back up our 


service to customers.” 


“A brush was just a brush 
until we backed the Osborn 
Plan. Our brush business has 
steadily developed and is one 
which has shown a steady in- 
crease in volume all through 
the depression. We have con- 
stantly inereased our stock 
and are prepared for still 
greater development with the 


general recovery of business.” 


JHE OS80RN MANUFACTURING LOMPANY 


5401 HAMILTON AVENUE, CLEVELAND, OHIO 


Sales Offices: New York - Detroit - Chicago - San Francisco 


OSBORN 


THE MARK OF BETTER BRUSH SERVICE 
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North Atlantic States 


Almost uniformly, distributors in the North Atlantic group report small decreases 
in August sales as compared with those for July. The North Atlantic Sales Indi- 
cator for August registers 54.1. This slight decrease in sales is in conformance with 
general business in this section. 


Southern States 


The southern states Indicator for August sales registers 78.5, the highest point it 
has reached during 1933. This figure compares favorably with the 69.1 in July and 
57.3 in June. The steady climb in sales of this group has been almost uniform among 
all reporting distributors. 


Middle Western States 


The Sales Indicator for the middle western states recedes to 51.9 as compared 
with 54.6 in July and 51.0 in June. This is the first recession for this group of dis- 
tributors since their sales started a steady climb in April. 


Western States . 
Distributors reporting from the western states indicate sales for August, the total 
of which causes the Sales Indicator for this section to regain part of ground lost 
during July. It registers 71.6 as compared with 64.8 in July and 76.8 in June. 


Pacific Coast States 
Indicator for the Pacific Coast states is omitted due to short time available for 
receipt of reports but figures for August sales in this section will be picked up in the 
November issue when September sales will be reported. 
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Manufacturers’ C odes 


cases, enlightening to note the attitude 

of manufacturers toward distributors 
which will be reflected in the codes filed by 
the several manufacturing groups. Some of 
the codes already filed in Washington, 
awaiting a public hearing, are definite in their 
protection of the distributor’s interests, oth- 
ers do not afford the distributor ample pro- 
tection while still others dodge the issue en- 
tirely. 


|’ is going to be interesting and, in some 


Distributors have a right to know exactly 
where they stand so far as the marketing of 
specific types of products are concerned. If 
they are not to be permitted a margin which 
will enable them to make reasonable profit, 
if they are not to be protected in certain 
markets, now's the time to get the facts. In 
fairness to the distributor, manufacturers 
should put themselves on record in their 
codes as to their intentions in dealing with 
him. 


The associations in our field have been 
doing some good work in using their influ- 
ence to get manufacturers to give distribu- 
tion matters the attention they deserve and 
their efforts are producing worthwhile re- 
sults. 


For example, in the proposed code of fair 
competition for the mill supply industry, sub- 
mitted by the American Supply and Machin- 
ery Manufacturers’ Association, the follow- 
ing statement appears: 


“It is agreed by those signing this code 
that there will be included in the supple- 
mentary group-by-industry subcodes a 
proper classification of distributors and ade- 
quate price differentials, based upon the 


functions performed and the cost of the 
service rendered in the distribution of their 
products to the consumer.” 


At the Washington Convention one of 
the most important features will be the 
group-by-industry meetings at which manu- 
facturers’ codes will be discussed. Here will 
be an opportunity to thrash out many of the 
difficulties and misunderstandings which are 
bound to arise and it is to be hoped that 
representation at these meetings will be ade- 
quate to permit constructive action. 


After all of the manufacturers’ codes in 
which distributors are interested have been 
put on record, distributors as an industry 
will probably learn that certain lines offer 
little or no incentive to them. Such lines— 
those which do not give adequate profit mar- 
gins or ample protection—distributors can 
well afford to pass up because there will be 
plenty of profitable ones to keep them busy. 


Business life is too short to spend trading 
dollars so, under the “New Deal,” plan to 
put your efforts on lines which will bring 
you a fair return. 


XK 


G ooperati on 


HE word cooperation, in the past, has 

been much abused. Wherever manufac- 

turers and distributors got together in 
conventions, sales meetings or over the din- 
ner table, the conversation at one point or 
another was sure to drift to the subject of 
cooveration. The trouble was that there was 
too much mere talking about cooperation 
and too little carrying out the idea in actual 
practice. 


Of course, lack of real action could be 
excused in many instances on the grounds 
that the anti-trust laws wouldn't permit it. 
With the passage of the National Industrial 
Recovery Act, however, much of the thun- 
der is taken out of that argument. 


There is no reason now for lack of whole- 
hearted cooperation between manufacturers 
and distributors, in fact future progress de- 
mands it. 


The success of the planned selling pro- 
gram presented in this issue, is predicated 
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upon cooperative action between the dis 
tributor and manufacturer. If both factors 
do their part, profitable results will be forth- 
coming. 


The manufacturer’s responsibility in this 
cooperative endeavor is to supply a good 
product, sensibly priced, provide distribu- 
tors with an adequate profit margin, furnish 
distributors and their salesmen with all the 
facts necessary both as to product and ap- 
plications, do a reasonable amount of mis- 
sionary work and refrain from soliciting 
business direct in competition with estab- 
lished distributor connections. 


In return for such action on the part of 
manufacturers, distributors should analyze 
their markets in terms of products handled, 
concentrate sales efforts in their logical trade 
areas, live up to suggested resale prices, 
maintain reasonable stocks and furnish ade- 
quate sales representation. 


Accomplishing these purposes calls for co- 
operation of the highest order, not mere 
talking but real action. There never was a 
more opportune time for putting the idea 
to the acid test, so let’s get started now. 


XK 


Planned Selli ng 


HIS issue of Mitt Suppties is devoted 

to a discussion of Planned Selling be- 

cause it is our belief that under the 
“New Deal,” only those distributors who ap- 
ply planned selling principles to their busi- 
ness can hope to prosper. 


When business was plentiful, a distributor 
could get by if he had a stock of merchandise 
and pushed enough doorbells. That's no 
longer the case. Today, he must not only 
have the stock, but also salesmen who know 
where and how to sell it. With hundreds of 
lines to push, it appears at first glance as 
though it would be a difficult proposition to 
secure salesmen who are capable of filling 


the bill. 


As a matter of fact, the average mill sup- 
ply salesmen today can take care of his end 
of it, if he secures the proper support from 


his sales manager and the manufacturers 
whose lines are handled. 


The big problem in launching and mak- 
ing a success of planned selling is to get ade- 
quate help from manufacturers and proper 
sales direction from sales managers. 

The real responsibility for securing re’ 
sults from the sales plan suggested in this 
issue rests on the shoulders of the distribu- 
tor’s sales manager. It’s his job to see that 
manufacturers furnish the necessary data 
concerning their lines, that adequate facts 
are compiled about each account in the ter- 
ritory covered and that the salesmen make 
proper use of this market and product in- 
formation in their everyday selling. 

Planned selling entails a lot of hard work 
and careful study by distributors’ sales man- 
agers and salesmen, as well as manufactur’ 
ers but the assurance of profits which such 
a program promises should be sufhcient in- 
ducement to justify the effort. 


XK 


C ompetition 


OMPETITION has_ always __ been 
spoken of as the “life of trade.” That 
statement should have been modified 

to read: “Fair Competition is the life of 
trade.” There's been too much cut-throat 
competition of recent years and that has 
never benefitted anybody. The fellow who 
initiates the practice is building on a shaky 
foundation which sooner or later will topple 
over and destroy him. But during the period 
in which he manages to keep going, he 
makes it difficult for his competitors who are 
playing the game straight. Further than 
that, where one “bad actor” dies off, two 
more have always seemed to spring up. 


Under the N I R A, there is every indi- 
cation that “chiselers”’ are doomed to de- 
struction, because few if any of them would 
risk a $500 fine, plus imprisonment, through 
failure to live up to the code under which 
the industry will operate. 


If, as it appears now, we are on the 
threshold of a new era of selling, in which 
competition, while keener than ever, will be 
of a healthy nature, this industry should be 
headed for better times. 
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Newsy facts about industrial distributors 
and their salesmen 











Metropolitan Association’s Labor before July 1, 1933, and in the lat- 


Provisions Approved 

Consent to substitute the follow- 
ing provisions for paragraph 2 of 
the President’s Reemployment Agree- 
ment has been granted to the Metro- 
politan Mill, Marine and Contrac- 
tors’ Supplies Institute: “Employes 
(other than outside salesmen, out- 
side deliverymen, watchmen and 
lightermen, which latter class shall 
not exceed 2% of the total number 
of employes) shall not be employed 
more than 40 hours per week aver- 
aged over a month’s period; pro- 
vided, however, that such employes 
shall not be employed more than 48 
hours per week. Outside delivery- 
men may be employed not more than 
48 hours per week. The hours of 
any store or service operation shall 
not be reduced to below 52 hours 
in any one week, unless such hours 
were less than 52 hours per week 


ter case such hours shall not be re- 
duced at all.” 
ao oK * 


New Quarters for Goddard- 
Jackson 

The Goddard-Jackson Company 
has signed a long lease on the prop- 
erty at 1400 Santa Fe Avenue, Los 
Angeles, California, and expects to 
occupy its new quarters by October 
1. This location is almost directly 
across the street from its present lo- 
cation, and will increase floor 
space by 5500 square feet. 

The Goddard-Jackson Company is 
distributor in Southern California 
for: The Diamond Chain and Manu- 
facturing Company, The Diamond 
Rubber Company, The Detroit Oak 
Belt Company and The H. Belfield 
Company. Other lines handled in- 


its 


clude Dodge transmission equipment, 





A group of employees of the Mills and Lupton Supply Company, Chattanooga, Tennes- 


see: 


F. I. Pemberton, city sales desk, 17 years with the company; F. T. Delaney, sales 


manager; J. B. Crimmins, manager; T. B. Webster, with Mills and Lupton since its 
organization; and Louis Meyer, sales and sales promotion. 
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Pittsburgh valves and fittings, Ale- 
mite industrial equipment, Worthing- 
ton pumps and compressors, 


*x* * * 


Joseph Schenk Dead 


Joseph Schenk, vice-president of 
the Kaminski Hardware Company, 
Georgetown, South Carolina, died on 
August 9, having spent his entire 
working life with the company. 

Officers now are: E. W. Kamin- 
ski, president; E. W. Kaminski, Jr., 
vice-president; Joseph Kaminski, 
secretary and treasurer, and J. R. 
Siau, general manager and buyer. 


* * x 


Bruce with Farr and Reed 


William Barton Bruce, who had 
been with the Belcher and Loomis 
Hardware Company, Providence, 
Rhode Island, for 23 years, resigned 
his position August 22 to join Farr 
and Reed Company, Incorporated, 
distributors of mill supplies and 
jewelers’ supplies in the same city. 


* * * 


F. D. Wilson with Alden Supply 


Frank D. Wilson, who has been 
in the mill supply business in the 
Philadelphia territory for the past 25 
years, has been appointed sales man- 
ager of the Alden Supply Company, 
Philadelphia. 

This company, which was organ- 
ized in 1930, recently moved to larger 
quarters, a four story building at 
148-150 North Sixth Street. 


* * * 


Pattison Salesman Celebrates 
Seventy-fifth Birthday 


Harry Thompson, grand old man 
of the W. M. Pattison’s Supply Com- 
pany’s sales force, celebrated his sev- 
enty-fifth birthday early this month. 

Pete Boylan reports him active, 
alert and steady. The Pattison crew 
and all of Harry’s friends are pull- 
ing for many more anniversaries. 
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ee °** AND THE G.T.M. 


7" best records of three good 
quality belts on the hot coke 
conveyor of a big New York 
State plant showed an average 
tonnage of 225,634 tons at a 
cost of $0.0455. 


Interspersed with these were 
the performances of other belts 
which were used up so rapidly 
no cost records on them were 
considered. 


The G. T. M.—Goodyear Tech- 
nical Man—studied the job 
with the idea of providing a 
belt specially designed for this 
duty and therefore capable 


of setting a new standard of 


THE GREATEST 


willl 


] 


i 
| 


of 


longer life and lower cost per 


ton carried. 


This was a job of conveying 
coke that is dry quenched, and 
dry quenching does not permit 
moisture on the belt. Ordinary 
belts don’t live long here. The 








| is the kind of service Goodyear 
Belts give. All Goodyear Mechani- 
cal Rubber Goods Distributors and 
their Salesmen should read this rec- 
ord of savings made by a Goodyear 
Conveyor Belt—and show the story 
to your customers and prospective 
customers. iB F 

If you are not a Goodyear Mechanical 
Rubber Goods Distributor, why not 
inquire as to whether there is an 
opportunity for you to be one? Write 
to Goodyear, Akron, Ohio, or Los 
Angeles, California. 
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G.T.M. specified a Goodyear 
Special Hot Coke Conveyor 
Belt, 5 x 7, 32-0z. duck, top 
3/8th-inch cover in center, 
1/16th-inch bottom, 28 inches 
wide. 

The Goodyear Belt carried 
417,781 tons, at an average 
cost of $0.0341 per ton—a 
saving of 25% per ton! 


This is the kind of service — 
more efficient, more econom- 
ical— you may expect from 
Goodyear Belts expertly speci- 
fied and scientifically built for 
the job, and never so high in 


quality as now. 





MOLDED GOODS e« 


HOSE 


e PACKING 


MADE BY THE MAKERS OF GOODYEAR TIRES 
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Puzzle. Find the customer in the midst of this group from the Standard-Shannon 


Supply Company, Pittsburgh. Left to right: 


Raymond Eggert; Rolland Paiste, pur- 


chasing agent, Sandura Company; Vance Boyd, vice-president; A. W. Becker, 
purchasing agent; and Robert Gibson. 


Horton Machine Works Employs 
Two Salesmen 

|. R. Horton, president, Horton 
Machine Works, Incorporated, El- 
mira, New York, announces the em- 
ployment of two additional salesmen, 
Walter Mathews and Charles Forbes. 

Mr. Mathews was formerly an 
engineer with the American Bridge 
Company. Mr. Forbes was with the 
Nash Motors Company in New York 


Citv, in charge of sales. 





Ray Nuber, Erie, Pennsylvania, branch 

manager of the W. A. Case and Sons 

Manufacturing Company is in his fifth 

year with this company. Previous to this 

he was with the Walworth Company in 
Erie. 


New Distributing Firm 
in Columbus 

\n outgrowth of The Plumbers 
and Factory Supply Company, Co- 
lumbus, Ohio, which had been op- 
erating under a_ receivership since 
March, 1932, Plumbers and Factory 
Supplies, Incorporated, was organ- 
ized on September 1 with the fol- 
lowing officers: E. O. Garrett, presi- 
dent and general manager; A. W. 
Reynolds, vice-president and _treas- 
urer; and C. E, Lewis, secretary. 

Mr. Garrett has been actively en- 
gaged in the jobbing business for the 
past 10 years, being Columbus man- 
ager for The Standard Sanitary 
Manufacturing Company prior to 
September 1. 

Mr. Reynolds has been success- 
fully engaged in the plumbing and 
heating business for the past 30 
vears and at the time of joining the 
new organization, turned his own 
business over to his son. 

Mr. Lewis is a newcomer in the 
industry and is starting his business 
career with the new company. 

The personnel of the new company 
is practically identical with that of 
the old. Nationally known manu- 
facturers will be represented in the 
distribution of plumbing, heating, in- 
dustrial and contractors’ supplies. 

The sales force consists of S. C. 
Munson, I. W. McCollum and R. N. 
De Weese. E. S. Bolen is manager 
cf the mill supply department. 

It will be the aim of the new com- 


pany to broaden out in the distribu- 
tion of mill supplies. Many new 
lines are being contemplated to round 
out the stock. 

o * = 


Shadbolt and Boyd Uses 
Staggered Hours to Comply 
with Code 
The Shadbolt and Boyd Company, 
Milwaukee, Wisconsin, is using a 
system of staggered hours for its 
force in order to comply with the 
provisions of the President’s Re- 
employment Agreement. Shifts are 
arranged from seven to three, eight 
to four and nine to five. This firm 
has rejoined the National Supply and 
Machinery Distributors’ Association. 
.* » 


Great Lakes Fetes Quigley Head 

When a distributor gives a party 
for a manufacturer, that’s news! The 
sales force of the Great Lakes Sup- 
ply Company, Chicago, recently en- 
tertained “Q” Quigley, president, 
The Quigley Company, Incorporated, 
with a dinner at the Illinois Athletic 
Club. 

In addition to Mr. Quigley and 
Carl Channon, vice-president of 
Great Lakes, the following were 
present: L. V. Hill, Harry Hardy, 
“Hap” Zehme, “Bill” Ritzenthaler, 
“Mac” McDillon, “Russ”  Flecik, 
Karl Shaffer, “Art” Wales, “Jimmie” 
Galligan, “Mannie” Wald, “Luke” 
Neip, “Ed” Rosen and “Les” Hardy. 


This picture was snapped exactly 52 years 

after Charles Anders, manager of the mill 

supply department, started to work for the 
Rundle-Spence Company, Milwaukee. 
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Other 
Rex Chains 


The Chain Belt Company also makes a 
great number of other standard chains 
in malleable, Z-Metal, Steel and Com- 
bination for standard and special serv- 
ices. 


Also 

REX TAKE-UPS 
REX SET COLLARS 
REX BUCKETS 


Write for information. 


A 
o 
1S 
io 


FOR EVERY DRIVE 


AND CONVEYOR 


REX ROLLER CHAINS 


A complete line of standard chains, de- 
signed primarily for high speed drives 
in single or multiple strands. Accurate 
and uniform qualities with high tensile 
strength and a high degree of finish 
make it an outstanding roller chain. 
Also block and leaf chains. 


REX CHABELCO CHAINS 


A wide line of a highly developed type 
of steel roller chains, designed primarily 
for ruggedness and long wear on heavy 
duty drives and conveyors. Rex Unit 
Link construction gives at once close 
tolerances and long wear. 


REX MALLEABLE CHAINS 


The most broad and highly developed 
line of malleable chain offered today, 
including those outstanding specialties 

Rex Griplock, Rex Unicast and Rex 
Durobar—each better chains than the 
standard chains they replace on the 
same sprocket wheels. 


REX Z-METAL CHAINS 


Made in all malleable patterns, but 
much stronger and much more resistant 
to abrasive wear, corrosion and pound- 
ing than the best grades of malleable 
iron. Fit standard sprockets. An out- 
standing line made by the Chain Belt 
Company exclusively. 


Rex Cast and 
Cut Tooth 
Sprockets and 
Traction Wheels 





All sizes, types and styles to fit stand- 
ard or special applications. Cast sprock- 
ets in grey iron, Z-Metal, steel or Rex 
Temperim—a special metal cast in a 
chill, providing a harder, more wear- 
resisting surface. Cut tooth sprockets 
in grey iron or steel. 


REX CHAIN 


CHAIN BELT COMPANY 
Chain and Belt Conveying 
Construction Equipment 
1622 W. Bruce St., Milwaukee, Wisconsin 
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SIMONDS 








CRESCENT GROUND | 





CROSS-CUT SAWS 








| The dean of the industry visits A Century 


| of Progress. George Puchta, formerly 





Mill supply dealers can get the sales and profits 
they are entitled to if they carry a fair working 
stock of SEMONDS CRESCENT GROUND CROSS- 
CUT SAWS. There are different styles and sizes of 
these saws to suit the timber cutting conditions in 
various parts of the country. 


Every distributor knows what saws are 
required in his territory and can get them by 
ordering from Simonds. | 


SIMONDS SAW 
and Steel Company 


“‘The Saw Makers’’ 
Established 1832 Fitchburg, ene. | 

















president of the Queen City Supply Com- 
pany, Cincinnati, was snapped on Michi- 
gan Avenue during his stay of a week. 





M. T. Gossett with Buford 
Brothers 

M. T. Gossett, well known in Ten- 
nessee industrial engineering circles, 
has been added to the force of Bu- 
ford Brothers, Incorporated, Nash- 
ville. 

This organization is now distrib- 
uting air conditioning equipment, 
commercial refrigeration, ice-making 
machinery and industrial pumps. 

* * x 
E. F. Maneely Returns from 
Abroad 

Edward F. Maneely, president, 
John Maneely Company, Philadel- 
phia, has recently returned from a 
trip to Europe. He announces that 
his company is now distributing 
Wheatland Tube Company’s steel al- 
loy pipe, a corrosion resisting prod- 
uct which is higher priced than 
regular steel pipe but lower than 
wrought iron. 








Charles Wilfong, manager of the mill 
supply department for Bright and Com- 
pany, Reading, Pennsylvania. 
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The Republic 
5-Point Policy 


| A line of rubber items sufficiently com- 
plete to permit effectively supplying the 
requirements of the trade solicited. 
* 


2? A quality of product uniformly good and 

capable of delivering service results that 
should reasonably be expected. 

. 

3 A price basis inducing and making pos- 
sible aggressive competition with rea- 
sonable profit return. 

* 


L Freedom from competition from his 
source of supply, either direct or in- 
direct, among the trade covered by his 
day to day solicitation. 
* 


5 Selling helps of reasonable amounts so 
that his sales force may be given the 

advantage of specialized training and a 
knowledge of the product sold. 





WE DO OUR PART 


If present conditions could have been accurately 
foreseen many years ago when the Republic 
Policy was first announced, it could not be more 
admirably suited to the plans and ideals 
of this new business era. 


THE REPUBLIC RUBBER CO. 


MECHANICAL RUBBER PRODUCTS FOR EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 
__REPUBLIC—THE DISTRIBUTORS’ CHAMPION 
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GENUINE 


WE DO ouR PART 


NO WONDER 


so many distributors are selling 


“MOLY” BLADES 


The popularity of “Moly” Hack Saws 
is not hard to understand when you 
consider the 


‘fs Lower Cost 
50% Mark-Up 
33 4% Profit 


And add to this the fact that these 
blades are actually setting new 
standards of metal-cutting perform- 
ance every day—and also the fact 
that they are sold under a policy 
that protects the distributor 100%. 


No wonder “Moly” Blades have 
created such a sensation among dis- 
tributors and users alike. If you are 
not cashing in on this opportunity 
for profitable sales, it will pay you 
to investigate now. 


Blades are made only in the Star brand by 
CLEMSON BROS., INC. 
MIDDLETOWN, N. Y. 


and in the Victor brand by 
VICTOR SAW WORKS, INC. 


MIDDLETOWN, N. Y. 


These two companies are the sole licensees of 
Genuine “Moly” Hack Saws. 


“MOLY” HACK SAWS 


@ 235 





‘“MO gated 


Percival Steel Celebrating Fiftieth 


Anniversary 

Founded half a century ago by 
J. Percival and S. I. Merrill, ‘to 
conduct a supply business for wagon 
makers and blacksmiths,” the firm 
was changed to Percival and Cham- 
bers shortly after, and in 1898 was 
incorporated as the Percival Iron 
Company, continuing under this style, 
principally as a blacksmith supply 
house, until 1920. 

It was at this point that the com- 
pany, then situated at 232 Aliso 
Street, entered a period of expansion 
coincident with the entry into the 
business of Emanuel Jungquist, now 
president of the concern. The busi- 
ness was reorganized and overhauled 
from top to bottom, expanded in its 
scope by the development of steel 
lines, heavy hardware and many ac- 
cessories. 

In 1925 the company’s name was 
changed to Percival Steel and Sup- 


ply Company and in the same year, 


construction was started on the plant 
occupied today, the investment for 
site, building and equipment at the 
time being $300,000. Formal open- 
ing followed a year later. 

Space permitting, many interesting 
sidelights could be given of the tran- 
sition from the horse and wagon era 
to its present position among the 
city’s important wholesale business 
units. Methods of a generation ago 
are amusing, compared to the plant’s 
modern means of cutting costs, 
speeding delivery and_ efficiently 
serving its trade in a highly competi- 
tive field within a radius of approxi- 
mately 100 miles of Los Angeles. 

Mr. Jungquist is optimistic about 
the business outlook in southern Cal- 
fornia. He foresees substantial ben- 
efit to producers, wholesalers and 
retailers, as well as to the public, 
through the far-reaching recovery 
measures now getting into stride. 
He intends to assist in keeping the 
company in step with the times and 
further expand and diversify its op- 
erations. 

* * ss 


Kiefaber Company Expands 
Mill Supply Department 

The W. H. Kiefaber Company, 
Dayton, Ohio, has employed two 
new salesmen in its mill supply de- 
partment, Charles Hayes and R. W. 
Fisher. Several new lines have been 
added, among them being: Norton 
grinding wheels, Roebling wire prod- 
ucts and Yale and Towne hoists. 
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And Here’s the Proof of 


Its Sales Appeal ! 


It’s the fact that THOR Tools 
are Now used in every Produc- 
tion Plant in the World. 


Sold through Jobbers on a defi- 
nite policy of restricted distribu- 
tion, THOR Electric Tools are 
now being handled by hundreds 
of the finest distributing organ- 
izations in this country. 


Independent Pneumatic Tool 
Company 
600 W. JACKSON BLVD. 
CHICAGO, ILL. 


New York San Francisco 
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What Distributors Say 


Quigle 


about 
y Policy and Products 


Quigley Products are sold exclusively through Mill Supply Dis- 
tributors throughout the United States, Canada and in 32 other 


countries. We 


cannot help but point with pride to this organiza- 


tion of over 140 distributors—and, as for the distributors, let them 
speak for themselves! 














Carl Channon (Great Lakes Supply Co., Chicago) 
covered about everything when he wrote this! 
(Date: Feb. 1932) 


‘“‘Quigley Company's air-tight distribution policy was one of 
the important considerations that led us to take on their 
line early in 1931. And I want to say that it was the only 
exclusive line in our entire stock that made us any money 
that year. 


In spite of depressed conditions, we managed to turn our 
Quigley stock five or six times, and our profit was very satis- 
factory. Every one in the organization is extremely enthusias- 
tic about this line.” 


But read his 1933 pronouncement! 


“We are getting t 


tor to equal our 


new product HEA 


Pete Boylan (The W. M. Pattison Supply Co., 
Cleveland) speaks with the authority of ten years’ 
experience with the Quigley Line: 


‘As to Quigley ( 


and furnish you with plenty of sales assistance, printed matter, 
and cooperation... 
products without technical knowledge. Their new Manual is a 
very valuable sales help in this connection . 
them to be aggressive and alert, and personally, they are splen- 


did people.” 





Bill Ryan (Cutter, Wood & Sanderson, Cambridge, 


Mass.) sends 
does not think 
It has been a pk 
distribution of Qu 
also the ultimate 
the Quigley Comp 
The 100% co-or 
your field men in 


made this connectic 


zation.” 





WE 00 ovr pant 


the point where we feel we can challenge any other distr bu 
sales of the Quigley Line. We are very much enthused. Your 
RTH-CRETE is proving a wonderful success." 


‘company, they have a splendid jobbing policy, 
Any salesman can sell any or all Quigley 


. we have found 


And thanks to Bill Todd, Jr. (Somers, Fitler & 
Todd, Pittsburgh) for the following: 


“Our success with the Quigley line has more than exceeded 
Quigley Company's representations when we first took on their 
proposition a couple of years ago. When we say that they give 
us liberal cooperation, we are putting it mildly. Our business 
on this line has developed to such proportions that we have 
installed a special Quigley Department 


““As people to do business with, they are fair, square,—their 
policy is good, and their products are good. We are as strong 
for Quigley as they are strong for us.”’ 


us this picture—“which his family 
much of”—and vouches: 


asure to have been associated with you in the 
igley Products, as the problems of the jobbers 
user— appear to be thoroughly understood by 
any 


eration we have received from your Office and 
promoting the sale of Quigley Products has 
m a great satisfaction to our entire organi- 


Billy Hunter (Ross-Willoughby Co., Columbus) 
spares a few moments from his vacation to write: 


Ir will not be hard to say some good things about th 
Quigley line, its service and cooperation, although I am on my 
vacation and not supposed to think of business and its cares 


Wi arry, as you know, a multitude of lines, but there is 
think more of, get more help from, and have that 
personal relationship with, than that of Quigley Com 


QUIGLEY COMPANYn«. 


Manufacturers of Industrial Specialties 
56 West 45th Street, New York 


Distributors with Stock and Service in every Industrial Center 
























With many years of service in the whole- 

sale hardware business to his credit, G. A. 

F. Perry is now sales manager of the 

Chase, Parker Company, Incorporated, 
Boston. 


Service Supply Head Pushing 
Industrial Sales 

Harry E. Shaw, president, Service 
Supply Corporation, Philadelphia, is 
actively pushing industrial sales, hav- 
ing organized a fine sales force for 
this purpose. 

In addition to a complete line of 
materials handling equipment for in- 
dustrial plants, the following new 
lines are being distributed: Court- 
ney patented grates, Birch valves 
and Cleaver-Brooks high pressure 


steam boilers. 
x ok Ox 


Zinc Mine Sales on Increase 

L. F. Betts, president, L. F. Betts 
Supply Company, Quapaw, Okla- 
homa, reports a considerable increase 
in sales to zinc mines since July 15. 

The organization of this company 
has been supplemented by one sales- 
man and five inside men, 








P. O. Rial, left, secretary, Weed and Com- 
pany, Buffalo, consults with E. W. John- 
son, manager, mill supply department. 
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Welded by electrical 


resistance, 








FINISHED PIPE 
Free from scale inside and out- 
side... uniform size and wall 
thickness... ready for final 
inspection. 





ADVANTAGE 


Buyers of Toncan Iron Pipe have always received full value. The remarkable 
rust-resisting quality of this alloy of refined iron, copper and molybdenum has 
saved millions of dollars for pipe users in every branch of industry. 

But buyers of Toncan Iron Pipe today experience another advantage. All 
such pipe 2-inch and larger is made by Republic’s Electric Weld Process— 
producing a better product at no increase in cost. This brings to this longer- 
lasting pipe many additional outstanding qualities—100% weld—uniform grain 
structure throughout—uniform inside and outside diameters and wall thick- 
ness—smooth, absolutely scale-free inside and outside surfaces—and long 
lengths up to fifty feet. 

So you can readily see that Toncan Iron Pipe today really offers a two- 
fold advantage. And you can very easily prove it to yourself on your first trial. 

Scores of actual cases where Toncan Iron Pipe has set new 
records are described in the new edition of “Pipe for Permanence.” 
A copy will be sent upon request. 





REPUBLIC STEEL 


CORPORATION 


GENERAL OFFICES: YOUNGSTOWN, OHIO 
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Increase Your Sales 


with MARVEL 


HACK SAW BLADES 

HOLE SAWS 

HACK SAW MACHINES 

METAL BAND SAW MACHINES 


—Four of the real super-performance products of the 
modern industrial era 


MARVEL High Speed Edge Hack Saw Blades 





Are made up of a genuine high-speed steel cutting edge, welded 
to a tough, special alloy, heat treated, unbreakable back—an 
unbeatable combination that guarantees maximum efficiency at 
lowest cost. Users everywhere are pleased with the long last- 
ing cutting edge and the elimination of blade breakage. 


MARVEL Hole Saws 


have genuine, high speed steel 
teeth, welded to an alloy steel, 
tough, non-breakable back or body. 
Will cut round holes in all kinds of 
metal, wood, etc., at a minimum 
cost. Made in 26 sizes, % to 4% 
inch in diameter. 











MARVEL Hack Saw 
Machines sa 


Nos. 1 and 2, illus- 
trated herewith, are 
general work shop 
saws, with capaci- 
ties of 4” x4” and 
8” x8” respectively. 
Widely used. Low 
priced. Belt or mo- 
tor drive. Also Nos. 
6, 6A, 9 and 9A 
BALL BEARING, - 
HIGH SPEED, hack 

saw machines, belt or motor driven. Nos. 6A and 9A are production 
saws that automatically feed, measure to length and cut bars into 
duplicate pieces. Nos. 6 and 9 are similar but without the automatic 
feature. Capacities: Nos. 6 and 6A, 6” round or square; Nos. 9 and 9A, 
10” round or square. 


OTHER MARVEL PRODUCTS include the popular and widely used 
No. 8 metal cutting Band Saw, capacity up to 18 inches, and which cuts 
off square or on an angle right or left; splitting shears, rod cutters, 
bar cutters, punches and drill press vises. 


Distributors—Marvel Products hold very definite sales and profit 

opportunities today. There is no doubt about the market. It is 

there. Marvel's reputation for quality and performance will 

eliminate much sales resistance. The profits will please you. 
Write for details, prices, etc. 


ARMSTRONG-BLUM MFG. CO. 


“THE HACK SAW PEOPLE” 
353 N. FRANCISCO AVE., CHICAGO, U. S. A. 























Dayton House Adds Salesman 

and Lines 

The Industrial Supply Company, 
Dayton, Ohio, has added B. F. 
Bowman to its sales force to contact 
Dayton buyers. 

Among the new lines added by 
this company are: Rust-Oleum paint, 
Grobet files, Safety belt hooks, Win- 
ter Brothers taps, Coffing hoists, Na- 
tional twist drills, Mac-it screws, 
Manufacturers brushes and Sanco 
wiping cloths. 





A proud papa! William A. Leggett, left, 
salesman for the H. D. Taylor Company 
of Buffalo, is being congratulated by Floyd 
M. Eglaff on the arrival of an eight-pound 
daughter. 


Wigman Company Adds Lines 

Lines added in the last year by 
the Wigman Company, Sioux City, 
Iowa, include: Republic galvanized 
sheets, Fox Furnace Company’s heat- 
ing line, Truper softeners and pumps 
and Red Jacket electric pumps. 

J. W. Schunck, vice-president, 
died recently. No successor has 
been named. 

Three employees have been added 
since June under the N. I. R. A. 
plan. Business is reported as im- 
proving since August 15 with col- 
lections slightly more difficult. 


* * x 


Alexander Line for Hagerty 
Brothers 
3rothers Company, Peo- 
ria, is now representing Alexander 
Brothers in central Illinois, accord- 
ing to information received from 
“Hank” Watson. 

“Hank,” by the way, has been ap- 
pointed “General” of the N. R. A. 
in Glencoe, Illinois. 


Hagerty 











——— 
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MEN C@ULUST HIM 


As A BUSINESS MAN, 


making contacts everywhere, 































you know what an asset 
trustworthiness is to any in- 
dividual. Some men can be 
depended upon to do their 
work, do it well, and then 


do more than their share. 


And among tools, there are 
some which men trust — al- 
ways turn to when hard jobs 
must be done. Notable among 


such tools are Nicholson Files. 


Industrial tool buyers and 
users know the trustworthy 
character of these tools. 
Dependable performance 
is expected from Nich- 
olson Files and the file 


user is never disappointed. 


You will find that the repu- 
tation of Nicholson Files for 
trustworthiness will build 
file sales and file profits for 
you. Nicholson File Com- 
pany, Providence, R.I.,U.S.A. 





OLs, 
sSey 
OSA. 


(TRADE MARK) 


NICHOLSON FILES 


A FILE FOR EVERY PURPOSE 
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When 


you order 
ALLENS you've 


SPECIFIED every 


feature your customers 


want in Hollow Screws 


Chrome-Molybdenum steel, specially heat-treated; 
HOLDING POWER for any needs; deep, true sockets 
for perfect wrench-grip; accurate threading to resist loosen- 
ing in vibrating parts. All these features are brought together 
— and bought together — in Allen screws. No one of them 
should be left out for satisfactory service to your customers. . . 


J Hand inspection of every screw makes delivery of uniform quality. 
For 23 years — the trouble-free line for the Jobber. » » » 


THE ALLEN MEc. COMPANY 


Harrrorn, Conn. w.§$.A. 



















| Julius Rasmussen of the company bearing 


his name in Milwaukee, is an old belt man 


| and thought that if we insisted on a picture 


it would be best to have it taken in the 
shop where he started 40 years ago. 





Factory Supply Company Han- 
dles New Lines 


L. E. Pickle, president, Factory 


| Supply Company, Muskegon, Mich- 


igan, has announced that his com- 
pany is now distributing S K F bear- 
ings and Goodyear mechanical rubber 


goods. ¢¢ 6 


New Lines for Forster Company 

Bronze bars manufactured by the 
Oberdorfer Brass Company and 
Browning V-belt sheaves are now 


| being handled by the John M. For- 
| ster Company, Incorporated, Roches- 


ter, New York. 
* * * 
Additional Employes for 
Reynolds and Son 


Reynolds and Son, Incorporated, 


| Barre, Vermont, has supplemented 
| its force with one employe in the 
| shop, one outside salesman and one 


stenographer. 








| L. Freeman, treasurer; Thomas Calligan, 
| purchasing agent, and H. H. Norden, 


secretary, are three young hustlers con- 
nected with the Standard Equipment and 
Supply Corporation, Hammond, Indiana. 
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Ever since the inception of the Delta File Works, protection to our 
Distributors has been a cardinal principle of this business. 


Recognized as pioneers of a sales policy that gave Distributors an 
adequate margin, we have maintained that principle down through 
the years, regardless of how badly other brands were “footballed.” 


Throughout the depression, as before it, Delta Distributors have 
successfully met competition—cut price and otherwise— 
by proving through actual tests that Delta Files give the 

wer in . —_ 
user a lower total filing cost Dependable duplication 
of quality can be main- 
tained only in a factory 
devoting its whole en- 
ergy to the best that 
will and skill can make. 


These things, we think, help to explain the loyalty of 
Delta Distributors and users when the temptation to 
throw everything overboard for price was greater than 
it has been in a lifetime. 


We are glad to express our appreciation of 
that loyalty. We believe that the franchise 
held by Delta dealers will be even more val- 
uable in the future than in the past, because 
of the restrictions on unfair competition 


under NRA codes. 


The highest grade file made 
—as proven in thousands of 
tests. 


to all dealers who qualify for the 
Delta Franchise. 


That margin is actual—not merely theo- 
retical. 





The a 


Bench Test \ 


All inquiries and orders, large or small, are 
referred to the Dealer covering the territory. 


whether 100 strokes at a 
bench, with the filings col- 
lected and weighed, or thou- 
sands of strokes in a scien- 
tific testing machine, or the 
final, acid test of production 
—Delta cutting speed and 
endurance rank highest. 





Two Files in the Duplex 
Testing Machine 





Production 
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DIF FOOWAR 


The letter reproduced on this page testifies to the 
soundest type of economy in the purchase and use 
of transmission belting. 






















On the hardest drives Bull Dog Gold Edge belt “has 
constantly shown satisfactory performance” and the 
Mead Corporation has been relieved “of the necessity 
of carrying heavy reserve stocks” because they could 
secure prompt service through the local distributor. 


The experience here illustrated is typical of the sat- 
isfaction rendered by Bull Dog Mechanical Rubber 
Goods products and the service which a long list of 
industrial consumers are constantly securing through 


B. W. H. distributors. 


We submit that the B. W. H. principle of qual- 
ity plus protection to the distributor con- 
stitutes the most forward program of 
industrial merchandising in the 
Mechanical Rubber Goods 

field. 


ASS A” 
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Jest Between Us Salesmen 


By SAM SELLEM 


Salesman 





Y short talk this 
month is going to 
be about coopera- 

tion between salesmen and 
the credit department. 

In too many firms there 
is antagonism if not real 
enmity existing between the 
man who sells and the man 
who says “O. K.” or “N. 
G.” on the orders that roll 
houseward. 





If ever cooperation was 
needed it is with the credit 
department. Contrary to 
some salesmen’s ideas, the 
credit manager is as anx- 
ious to see orders booked 
as the salesmen. This is 
natural because if there are 
no orders, there is no need for a credit manager. 

If the average salesman was in the credit manager’s 
shoes, he would get a different slant on this thankless 
job of passing on credits. Salesmen are responsible many 
times for having their own orders turned down because 
they make no effort to “size up” the concern or indi- 
vidual buyer who is ordering the goods. Now, I do not 
expect the salesmen, with their own duties, to subvert 
selling to credit findings, but with the exercise of a little 
common sense the average salesman can be very helpful 
to the credit man. 

In the past two years the job of the credit manager 
has been no bed of Oftentimes in that hectic 
period a firm that was “O. K.” one month was “N. G.” 
the next and we are not out of the woods as yet. I know 
how a salesman feels when he makes a nice sale to have 
it turned down by the credit manager, but I take the 
middle ground and say there is room all around for im- 
provement of relations between the sales and the credit 
department. 


roses. 


In approaching a new account every salesman should 
be cautious about accepting business without its credit 
having been established or should accept the business 
only on the understanding that it will be approved by the 
office. “Easy credit” has been responsible for much of 
the woe in the past two or three years. Business has been 
scarce and some of the old rules of the game have been 
winked at. “Taking a chance’ on a nice order has fre- 
quently turned out to be only a nice, juicy lemon when 
it came time to collect for it. 

Thus, while gold medals are being handed out quite 
promiscuous like for flying oceans, winning tennis cham- 
pionships and knocking home runs, I rise to say a word 
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Some salesmen believe that the credit manager’s job is 
nothing but a bed of roses, but believe me, it is anything 
else but. 


for the credit manager who 
has conscientiously, pains- 
takingly tried to keep his 
house out of the red during 
the depression marathon. 


On the other hand, the 
too cautious salesman who, 
when in doubt, orders his 
business sent out “C.O.D.,” 
is playing with fire. Busi- 
nesses are built up not only 
by the orders that come in 
today, but also by those that 
come in tomorrow. Look- 
ing ahead is what makes 
the successful salesman of 
today, still the successful 
salesman of tomorrow. 
Nothing riles a buyer quite 
so much as to have goods 
come to him “C.O.D.” unless there has been such an 
agreement between the salesman and the buyer. Lots of 
firms are perfectly good, but need a little special favor 
at times, maybe 60 or even 90 days. 


BLUE B/RD OF 
HAPPINESS 











No really honest man or firm will object to giving 
references and stating why he should be entitled to 
credit if the account is a new one. But, to give the sales- 
man his due, many straddlers will resent such question- 
ing, that is men who are half-honest. There have been 
lots of these “half-honest” men flourishing in the past 
few years too. Men who in ordinary times would take 
their discounts with a smile, have in the past parlous 
months taken the “pound of flesh” in paying their just 
bills. It is this group of “could-be-prompt-payers” who 
“‘would-not-be-prompt-payers” which have jimmied the 
windows of hundreds of houses and thrown the pro- 
verbial monkey-wrench into the wheels of the com- 
mercial chariot. 

How can credits be improved, or, rather, how can 
the dissemination of credit information be improved? 

First, in each city, if of sufficient population, or area 
in which a number of distributors operate, there should 
be strong local associations with a clearing house of 
credit ratings. The locals should cooperate with the 
national body serving its group. This is stressed in the 
N.R.A. Code. Many such locals are already in opera- 
tion, but the trouble has been the locals do not number 
all the firms in their area. 

Second, salesmen should cooperate with their own 
credit managers. Outside of new firms and_ those 
“switching” their business from one house to another, 
every salesman could and should have at his ready com- 
mand the rating of his territorial (Continued on page 94) 
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Polish the 
Cogs 


NOW ! 


Now, before the wheels of industry shift 
into high speed, is the time to polish 
cogs—and regear them to the tempo of 


the times. 


The old ways will never do for tomor- 
row. Outworn, inefficient methods can- 
not hope to stand up under the keener 
competition that lies ahead. 


Every small detail of plant operation 
must be made to function with a mini- 
mum of waste and every machine must 
be maintained at the highest possible 
ratio of continuous production. 


Belt lacing is a small but vital cog in 
modern plant operation. On its effi- 
ciency depends the maintenance of an 
unbroken productive effort on the part 
of both man and machine. 





° ° . See the Cli Belt La z 
Clipper sales have increased immensely cathe on Ya ‘Chicago World's Fels 


in the last two months. Clipper products Booth 2A, General Exhibit Building. 


are favorably known in every country. 





Check the belt lacing equipment in every 
plant and get your share of the business. 


Clipper Beli Lacer Company 


Clipper 
i 
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WE DO OUR PART 

















@ BELTING 


Agricultural - Axle Light - Conveyor - 
Elevator - Grader - Hog Beater - 
Pulley Lagging - Transmission 


@ HOSE 


Acid - Agricultural Suction - Air 
Brake - Air Drill - Air Garage - 
Brewers - Car Heating - Chemical 
Creamery Steam - Distillate - Ditch 
Dredging Sleeves - Fire - Fuel - 
Garden - Gasoline - Locomotive 
Boiler Washout - Mill - Oil - Oil 
Spray - Paint Spray - Paper Machine - 
Phosphate Mining - Pneumatic Tool - 
Rotary Drilling - Sandblast - Sand 
Suction - Squirt - Steam - Still 
Cleaning - Suction - Tender - 
Vacuum Cleaner - Vinegar - Water - 
Welding - Wine 


@ PACKINGS, GASKETS, 


PUMP VALVES 


Acids - Air - Alkalies - Ammonia 
Brine - Gas - Gasoline - Oil - 
Steam - Water 


@ MOLDED AND 


MISCELLANEOUS 


Chute Lining - Flexible Rubber Pipe 
Friction Tape - Mats and Matting 
Molded Goods - Rubber Splicing Tape 





WY BELTING & PACKING CO, Bs 
TEST_ 
SPECIAL 


NEW YORK 
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In these turbulent days of codes, rising prices, higher wages and increasing 
employment there are too many new problems to allow time for worrying 
about the dependability and economy of your maintenance equipment. 


By eliminating such worries about Mechanical Rubber Goods N. Y. B. & P. 
products are doing their part. You, too, can dismiss this problem from 
your mind by standardizing on N. Y. B. & P. Mechanical Rubber Goods. 
These products are time tested . . . will give you the same dependable, 
economical and satisfactory service that has made them standards of value 
throughout American Industry. These standards have been established 
during the 87 year period in which New York Belting & Packing Company 
has created and developed such famous brands as Test Special Belting, 
Indestructible Air, Water, Steam and Creamery Hose, Cobbs High Pressure 
Piston Packing, and scores of other well known mechanical rubber goods 
that meet every industrial requirement. 


N. Y. B. & P. Mechanical Rubber Goods are Sold Exclusively 
Through Competent Distributors. 


of direct mail advertising carried on in the 
interest of N. Y. B. & P. Distributors this ad- 
vertisement was mailed to thousands of users 


This advertisement was brought before 
18,000 plant executives through the 
September Issue of Mill & Factory. 

And as a part of a comprehensive program 





of industrial equipment and supplies. 
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JOHNSON BRONZE 
- a complete line of 


OR OVER 25 YEARS the Johnson 

Bronze Company has specialized in 
the manufacture of Bronze Bearings and 
Bushings. Today, Johnson Bronze is a 
leader in this field — a preferred source 
of supply in every branch of industry 
where fine quality, precision manufae- 
ture and sound engineering is demanded. 
®@ NOW, Johnson Bronze announces a 
complete and advanced line of Finished 
Bronze Bars for exclusive sale through 
recognized Mill Supply Distributors. The 
modern Johnson Bronze foundry, erected 
with this program in view, provides facil- 
ities which, backed by the Johnson qual- 
ity reputation and declared sales policy. 
offer Mill Supply Distributors the out- 


standing Bronze Bar proposition in the 
industry. 


and Bearings 


General Purpose Bushings 





@ Johnson Service provides over 600 
sizes of stock Bushings or Bearings, for 
general purpose application in industrial 
plants — packed in attractive cartons. 
Whatever your finished Bronze Bearing 
requirements may be, Johnson Bronze 
will supply them promptly. 








Solid Phosphor Bronze Bars 
@ Machined and centered. Individually 
cast and true to size. Made of virgin 
metal. Laboratory controlled. Weight 
and size labeled on side. 


32 Stock Sizes 
* 


Graphited Bronze Bars 

@ Bore finished to size — outside di- 
ameter machine turned. Stock sizes 
5/16” to 2” inside diameter. 5/16” to 
7/16” 1. D. with 4” walls — maximum 
length 134”. 14” to 13/16” I. D. with 
3/16” wall— maximum length 27%”. 
%” to 2” I. D. with 5/16” wall — maxi- 
mum length 534”. 
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CORED sronzs BARS 


HY FINISHED in the I. D.? 


FINISHED O.D.-1.D. and ENDS 





Because WASTE IS ELIMINATED — 


Bars 25% LESS WEIGHT than in the rough — ONLY PERFECT 
BARS — BLOW HOLES ELIMINATED — O.D. always CONCENTRIC 
with the I. D. insures UNIFORM WALL THICKNESS — Seale surface re- 
moved, SAVES TOOL EXPENSE — LESS MACHINING by the consumer, 
concentricity SIMPLIFIES chucking and machine set-up time — NO 
SCRAPS — ACCURATELY MACHINED — VIRGIN METAL cast in Indus- 


try’s most modern factory — 185 stock sizes. 


@ Regardless of the bar bronze line 
you now handle, the chances are that 
investigation will convince you of the 
greater business opportunities pro- 
vided in the Johnson Bronze Distribu- 
torship. Quality second to none. Ex- 
clusive product features. Outstanding 
service. And a Distributor Policy that 
is founded on a sincere spirit of co- 
operation. Prepare now to build a big- 
ger and more profitable Bar Bronze 
business. Write, today, for complete 
details of the Johnson Bronze proposi- 
tion. 


-and a Six Point Distribution Policy 
that Sets a New Standard of Cooperation 


A line of cored and solid bars mer- 
chandised only thru recognized dis- 
tributors. 


Absolute freedom of competition by 
your source of supply. 


Definite sales helps to aid distributors. 


| Definite costs monthly with main- 


tained selling prices assuring reason= 
able profits. 


- Constant quality product, rigidly 


supervised by chemists and metallur- 
gists, accurately machined. 


6, Positive cooperation between factory 
and distributor. 
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STYLE B 
ROUND WIRE 
FLUE BRUSH 





Oo & 


MONO BILT WIRE WHEEL BRUSH 


You Don’t Have to Search for Markets 
. When You’re Selling 


MILWAUKEE 


INDUSTRIAL 
BRUSHES 


GENERAL PURPOSE SWEEPING BRUSH 








STYLE S 
FLAT WIRE 
SINGLE SPIRAL 

FLUE BRUSH 





ROUND STEEL WIRE HAND BRUSH 





“DI-BILT” WIRE 
WHEEL BRUSH-ALL 
METAL CENTER 


“DURA-BILT” 
TAMPICO 
WHEEL BRUSH 





vers the beauty of the Milwaukee In- 
dustrial Brush line. You needn't pass by 
a single door. 


Every plant is a prospect for from one to 
a great many items, for you can supply 
practically all industrial brush requirements 
from our standard stock. And we will 
speedily make special brushes from speci- 
fications. 


Milwaukee Industrial Brushes are widely 
known for their exceptional quality and 
serviceability. They contain only the finest 
materials. The most expert workmanship is 


incorporated in their manufacture. 
item is rigidly inspected. 


Every 


Here is a fine profitable line for you 
under the N.I.R.A. 


We invite you to write for Catalog 
No. 29 and our attractive distribu- 
tor proposition. See our special 
industrial brush exhibit on Pages 25 
to 32 of the 1933 MILL SUPPLIES 
CATALOG & DIRECTORY. 


QUALITY 
REMEMBER MILWAUKEE MEANS BRUSH EXCELLENCE 
qanot BRUSHES Fnan,. 








THE MILWAUKEE BRUSH MANUFACTURING Co. 


es «8 2212-2236 North 30th Street, MILWAUKEE, WISCONSIN queues 
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U-S-UNIONS 


UNITED SUPERIOR UNION CO., INC. 
Division of Mergenthaler Linotype Company 
29 Ryerson Street, Brooklyn, N. Y. 
Sales Agents: SHINGLE-GIBB COMPANY 
54th and Gray’s Avenue, Philadelphia, Pa. 
Branches: Chicago, San Francisco, New York, 


Pittsburgh, St. Louis, Toronto, Canada 


Representative jobbers desired in every Industrial Center 


MILL SUPPLIES 


Four seats instead of the usual one! 


Four lines of defense against leakage. 


The male end seats in a serrated gasket of soft copper, giving 
many times the protection of the ordinary “ball type” 
union. And that isn’t all... the U. S. union is plated with 
Udylite (Cadmium) after it is machined instead of being 
galvanized before. All surfaces are protected against rust. 


U. S. unions are manufactured to precision standards by the 
Mergenthaler Linotype Company, world-famous for fine 
workmanship. Guaranteed to comply with or exceed re- 
quirements of the Federal Specification Board, U.S. Bureau 
of Standards. 








56 


MILL SUPPLIES 








Spend 60 Seconds 


TELLING THIS TO YOUR VALVE 


— You'll get more orders for Jenkins Valves 


OU lose most every time 
Y: valve buyer uses another 
catalog instead of the Jenkins 
for selecting valves. You lose 
when a buyer orders some other 
valve instead of a Jenkins, be- 
cause he “didn’t know Jenkins 
made the type needed”. But for 
those two reasons there would 
be many more Jenkins Valves 
used in your prospects’ plants 
..+Jenkins Valves BOUGHT 
FROM YOU. 


Stop-up the holes 
through which orders escape 


There is a simple thing you can 
do to stop-up those two holes 
through which orders escape. 
See that every valve prospect 
on your list has the new 264- 
page Jenkins Catalog. Quickly 
go through it with each pros- 


Jenkins Valves 


BRONZE - IRON: STEEL 





THE 


NEW JENKINS CATALOG 


pect... point out the complete- 
ness of the Jenkins line... call 
attention to the helpful and 
practical data section...the un- 
usually complete description of 
each valve. Sell every prospect 
the idea of using the Jenkins 
Catalog whenever he needs a 
valve, or needs information 
about valves and valve layout. 


Make the Jenkins Catalog your 
assistant... your representative 
with prospects when you can’t 
be on hand yourself. You can 
do it merely by spending one 
minute in selling the Catalog 
on each call you make. 
R 


WE DO OUR PART 


JENKINS BROS. 

80 White Street, NewYork,N.Y.; 510 MainStreet, 
Bridgeport, Conn.; 524 Atlantic Avenue, Boston, 
Mass.; 133 No. Seventh Street, Philadelphia, Pa.; 
646 Washington Blvd., Chicago, Ill.; JENKINS 
BROS., Limited, Montreal, Canada; London, Eng. 


1S A REAL 


See That Your Customers 
Have a Copy — 


Jenkins have published 65,000 copies of 
the new Catalog... sufficient to give 
one to every worthwhile valve prospect. 
Make sure that your customers get a 
copy. Send us the name of any man 
who hasn’t received the Catalog and 
we'll promptly send one to him. 





SINCE 1864 
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HIS isn’t “just another catalog’. See that Index... it 

covers over 400 different Jenkins Valves that meet 
practically any need in engineering, industrial or plumb- 
ing and heating work. Leaf through the book...see 
the variety of types, patterns and sizes. 


Now, look at pages 82, 83 and 84...typical of the com- 
plete description of each valve. No other Catalog is so 
thorough. Here you see just how the valve is made... 

P R be t T s what it’s made of... how it works. ..what it should be 
used for... facts to help in choosing between alternate 


metals, discs, ratings, etc. You'll be sure to get the right 
valve for a job when you use this book. 


Page 221 starts a section that is being highly praised. 
It’s a condensed, practical encyclopedia of information 
constantly needed by men who deal with valves and 
valve layouts. Notice how well it is arranged. 


Even more important, though, any valve you pick from 
this Catalog can be relied upon to give longer service 
...to operate with less attention. For Jenkins Bros. are 
VALVE SPECIALISTS, and they make valves for a life- 
time of low-cost service...and back them with a FAIR 
OFFER printed on page 4. 


~AN ASSISTANT WHICH WILL PRODUCE ORDERS FOR YOU 
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With these four great car movers 


ca 
Our brand new car movers— The POWER KING 


the POWER KING and the POWER BOY— 
could not have been brought out at a better 
time for distributors. 


The market for movers is broadening every 
day. Industry is picking up steadily. Car load- 
ings have already reached a high level and are 
continuing to increase. Every plant in your terri- 
tory which has a railroad siding is an immediate 
prospect for sales. What a market! 


The POWER BOY and the POWER KING are 
so different, so outstanding in their power, speed 
and ease of operation that distributors handling 
them are absolutely assured of success in selling 
them. 


The well known, widely advertised BADGER 
Line of car movers will continue to be fast and 
profitable sellers for distributors because of their 
universal reputation for speed, power and 
economy. 


The ADVANCE Safety Car Wrench rounds out 
the most complete line of railway siding tools 
ever developed. 


Advance Car Mover Co. Products are always | 
sold through distributors. Our distributors are | 


protected. They are given a fine margin of 
profit. You will ti 
plete details. 


The ADVANCE 
Safety Car Wrench 







Automatically adjusts itself to any size wind- 
ing tap on hopper bottom cars. Used success- 
fully when other styles of wrenches have failed. 
Unbreakable with normal usage. 


e our set-up. Write for com- | 


for the heaviest loads 


The POWER BOY 


for average loads 


| The BADGER and 
the New BADGER 










This brand new railway 
siding tool is the most 
powerful car mover ever 
developed. Many dis- 
tributors have already 
accepted it enthusiastically and are push- 
ing its sale aggressively and successfully. 
Of roller type, alloy steel, with triple com- 
pound leverage, it incorporates an entirely 
new type of construction. it is easier to 
Operate, suffers less from wear, has less 
slack, no lost motion, faster action. Spurs 
concave and set at an angle to give greater 
track gripping power. Spur plate con- 
structed to eliminate wear on shoe. Nose 
of shoe and saddle toggle operate as a 
single unit. 








Another new number that 
has won the hearty en- 
dorsement of distributors. 
This mover is tight in 
weight, of steel construc- 
tion throughout, and pro- 


vides greater power because of its short 
coupled saddle toggle. A rounded nose on 
the saddle toggle gives faster action and 
eliminates lost motion. it resists wear suc- 
cessfully. This light weight mover handles 
average loads easily and with plenty of 
power. 






These popular movers quickly 
spot the heaviest . © da 
leverage provides powerful thrust. 
Slip-proof spurs prevent lost mo- 
tion. Weight only 18 pounds. 
Move loaded cars farther, easier 
and faster. 











ADVANCE CAR MOVER CO. 
APPLETON, WISCONSIN 


CANADIAN ADVANCE CAR MOVER CO., WELLAND, ONTARIO, CANADA 
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lard V Belt Sheaves 
Light Duty V Belt Sheaves 
Standard V Belts 


Bisco un UNDER GEIST PATENT No. /1,662,51// 


Stand 


Jones V Belt Sheaves and Standard 
V Belts are available to distributors 
under a most attractive sales set-up. 

This includes effective assistance 
from our engineering and sales depart- 
ment and a fine margin of profit on 
every transaction. 

Jones Standard and Light Duty V 





Belt Sheaves are made of semi-steel: in 
all sizes for every type of flexible belt 
drive. They are accurately turned and 
smooth running. The belts measure up 
to the highest performance standards. 
You can sell Jones V Belt Drives to an expand- 
ing market today without involving yourself in 


heavy outlay of capital for stock. Write for com- 
plete information. 


W.A. Jones Foundry & Machine ete 


4401 pestoneneninhoni ROAD, CHICAGO 


SS Ta Ae 
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What the 


BELMONT MARK 
MEANS TO DISTRIBUTORS 


| HE most thoroughgoing cooperation that a mancfacturer 
can provide. 


J SALES Plan built to help distributors make profits. . . . 





2 ACKING no longer is a product that necessitates complete 
technical training on the part of distributors’ salesmen— 
when the Belmont sales plan is followed. 


Among the facilities we offer you are the following: 





| —The new Belmont catalog No. 33 just off the press, showing 
the complete Belmont line and information on recommenda- 
tions for every conceivable kind of packing service. 


2 —A sample kit, for every salesman, small enough to be car- 
ried in the coat pocket—BUT—large in convincing the pros- 
pective purchaser of the quality of the Belmont line. 


3 —The Belmont Marketing Plan, breaking down by territories 
all industrial plants and their activities, giving at a glance 
those plants which are major packing prospects. 


4 —A Sales Manual for your salesmen, which takes all the 
guesswork out of packing sales. A digest of plants by 
industries and recommendations for all equipment used. 





5 —Advertising direct to your prospects through trade 
papers, and literature for distributors’ use. 


6 —Factory trained representatives to help your salesmen in 
the field and put the Belmont plan to work. 


lf You Are Not a Belmont Distributor 
Investigate—Write Today 
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OUR Tool Business 
fro m these Angles 


Never before has proven capacity to move in profitable volume been so important in selecting 
lines. Supply houses handling small tools are therefore invited to check the following features of 
Greenfield Small Tools and see why Greenfield distributors are making more profit than their com- 
petitors. 


| THE MARKET —Every industrial plant buys and uses screw plates, pipe tools, twist drills 
and reamers daily in its maintenance work. In addition, nearly every metal 


working plant uses taps, dies, gages, twist drills or reamers in large quantities 











mM Lo in the course of ordinary manufacturing. These plants are your regular cus- 
Merrie . tomers. 
= ~ -_ ~ 
foley \e ne Aneel.) —Your reputation depends on the quality of the merchandise you handle. 


Greenfield tools have a 60-year old reputation. They come from the world’s 


1873 j largest makers of thread cutting tools. Greenfield tools add to your prestige. 
2935S | 


CENTRAL STOCKS Just as your customers save money and time by using your local stocks, 
" you can benefit from the four warehouse stocks we maintain at New York, 


== Chicago, Detroit and Greenfield, Mass. 





30 Greenfield salesmen and sales engineers are continually helping Green- 
field distributors handle the technical production problems which are such a 
big factor in getting volume tool business today. These men are always at 
your beck and call. 


SALESMEN ano ENGINEERS 


—Advertising is necessary to keep buyers informed. Greenfield has probably 
spent two to four times as much in the last ten years as any other threading 
tool manufacturer. This advertising directly aids Greenfield distributors be- 
cause their customers know the Greenfield line. 


<a 
ons 


—! = ia . ‘ ae ee 

oy Wy \helet-ta a len Greenfield distributors put out many thousand GTD « atalogs each year 
everybody who uses tools can get a Greenfield catalog. Circulars and other 
material are always available for special drives, ete. You can’t sell economi- 
cally without ample supplies of literature. 


—It has always been a fixed Greenfield policy to make its tools profitable for 
distributors to handle. Greenfield distributors are protected. Terms of pay- 
ment, transportation allowances, etc., have been adjusted to benefit the trade 


P R OF IT S as greatly as possible. 
os 


DISCOUNTS, TERMS,ETC. 


The thousands of distributors who have handled Greenfield threading tools for years know that no- 

where else can they find all these aids to building tool business. To all those who are considering 
us. ways and means of profiting from the increased industrial activity, and that means everybody, we 
boil say—Consider Greenfield. 


Cre 





New York: 15 WarrenSt. 

Chicago: 611 W. Wash- 
ington Blvd. 

Detroit: 228 Congress 
a, We 


Canadian Plant: Green- 
field Tap & Die Corp. 
of Canada, Ltd., Galt, 
Ontario. 
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Wood’ + V. Belt Drives 


Embody Every Advantage of 
Every Other Type of Drive 


They Are:— 

Flexible Quiet Low in Up-Keep 
Positive Smooth Shock-Absorbing 
Efficient Oilless Trouble-proof 
Enduring Clean Economical 
Slipless Sturdy Compact 


There are V-Belt sales possibilities in every indus- 
try—and it may be you can obtain the agency for 
Wood's V-Belt Drives and the “Universal Giant” Line 
of Power Transmission Machinery for your terri- 
tory. It will pay you to investigate. 


La IE APS Ri A i SR OR ee ee oo 



















T. B. Wood’s Sons Co. 


Chambersburg, Pa. 
Makers of 
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HAND CHAIN ELECTRIC HOISTS 
TRADE MARK 
HOISTS AND: TROLLEYS 


























GREETINGS 
to 
DISTRIBUTORS 


W/5 extend to Distributors and their 
VV Salesmen our Greetings at this Con- 
vention time. 












Today, more than ever before, your im- 
portance is being recognized by industry in 
the continued search for more economical 
buying and selling methods. 


However, in this battle of Plant Modern- 
ization versus Obsolescence, distributors 
and manufacturers will profit only in pro- 
portion to our combined, cooperative 
efforts in meeting the requirements of in- 
dustry. 











The broad service rendered by Yale dis- 
tributors, making available in every section 
of the country, Yale Hand Chain Hoists and 
allied equipment is appreciated—and—we 
accept the responsibility of convincing in- 
dustry that Yale distributors have our whole 
hearted support. 










Our faith in our distributor organization 
will be evidenced in our continued effcts 
to convince industrial executives and 
buyers. 











DISTRIBUTORS DO SERVE 
INDUSTRY ECONOMICALLY 














THE YALE & TOWNE MANUFACTURING COMPANY 


PHILADELPHIA DIVIST Gy, PHELA DEEP HIA, a. ws &.. As 


MAKERS OF YALE HAND CHAIN HOISTS, ELECTRIC HOISTS, TROLLEYS, ELECTRIC TRUCKS AND HAND LIFT TRUCKS 
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ESTABLISHES 1876 





INCORPORATED 


THE HENRY G.THOMPSON & SON COMPANY 


MANUFACTURERS OF 


MILFORD 


HACK SAW BLADES - METAL AND WOOD CUTTING BAND SAW BLADES 


CABLE ADORESS 


Made also in 


asy Starting 


ALL CONTRACTS AND ORDERS A 





¢ Auvonncoment 


In these days of rising prices, there is still 
an outstanding value for users of power hack 
saw blades. When next in the market for 
hack saw blades, we urge you to specify the 
new fast cutting, wear resisting MILFORD 
REZISTOR. This blade is made from a 
red hardness steel, and will hold its cutting 


edge at the high temperature of fast speed 
cutting. 


These blades show an endurance and 
speed in cutting nickel, high speed and man- 
ganese steels, as well as soft material, that 
can be equaled by only the highest priced 
blades, yet MILFORD REZISTOR, in 


power sizes, costs from 30% to 40% less. 


All MILFORD Distributors carry these 


blades in stock. 


The Henry G. Thompson & Son Co. 


New Haven,.Conn.,U.S.A. 














RE SUBJECT TO ACCEPTANCE AT HOME OFFICE, NEW HAVEN. CONN, 
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ROPE \/ DRIVE 


PATENT 1,662, 5il 











Announcement: The Medart Company is now licensed 
to manufacture and distribute V-Belt Drives, under the Geist Patent, 
1,662,511. Conder V-Belts are supplied as standard equipment. 


This offers to Industrial Distributors even greater opportunities to profit with 
the Medart Line of “Everything in Power Transmission and Special Equipment” 
... Medart-Timken Self-Aligning Pillow Blocks ... Ball and Socket Hanger 
Bearings ... Unit Mountings and Self-Aligning Unit Mountings... Flange 
Bearings . . . Loose Pulleys... Gearing ... Steel Shafting . . . Hercules Pulleys 
...Couplings and Clutches of All Types ... Pulleys, All Types... Special 
Machinery and Special Castings ... Current price lists ready for distribution. 


THE MEDART COMPANY 
General Offices and Works: 3512 DeKalb St., St. Louis, Mo. 


Engineering Sales Offices: Cincinnati * Cleveland » New York ¢ Philadelphia * Buffalo » Chicago 
Pittsburgh *» New Orleans * San Francisco * Denver * Charlotte * Birmingham - Milwaukee 
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4 GOOD REASONS 








COFFING ELECTRIC HOIST 
(Right, above) The Newly Designed Coffing Electric Hoist. Capac- 
ities: %4, Ye. | and 2 tons; weight from 75 to 80 pounds. (Left) 
Coffing Electric Hoist in operation, showing (Figures | and 2) 
automatic balancing hinged hook and spring, furnishing a cushion 
to prevent any sudden jerks while lifting loads. 




















No. | No. 2 No. 3 


No. 1. Model A Coffing Chain Hoist, 3% ton; 
weight: 14 Ibs., and Model F, 1!/2 ton; 





weight: 25 Ibs. 
; No. 2. Model F-T; capacity: 3 tons; 
, weight: 34 Ibs. 
' No. 3. Model Z; capacity: 6 tons; 
' weight: 65 Ibs. i 


SCM NAB i A AO is 











why you can sell 


COFFING HOISTS 


1. They are soundly designed and simply constructed. 


2. They are compact, easily carried and can be handled with- 
out difficulty BY ONE MAN—even 6-ton jobs. 


3. They have an exclusive free chain mechanism so that when 
there is no load on the chain, the chain can be adjusted up or 
down without using the hoist handle. 


4. They are unbelievably light, remarkably powerful and ex- 
tremely versatile. 


Coffing Hoists are made of the finest materials, tested 
and proved to produce the greatest strength with the least 
oaaiile weight. They can be used with the hoist either 


end - lying down or in any desired position. Thus they 
are adaptable to either lifting or pulling. 


The Coffing Hoist Line is meeting a hearty reception 
from industrial buyers, and distributors handling the line are 
elated over the immediate interest manifested by prospects 
—and the resulting orders. There is already an excep- 
tionally good market for Coffing Hoists—and it is growing 


daily. You can do a mighty profitable job under the Cof- 
fing Distribution Plan. 


This photograph shows 
a Model F Coffing Chain 
Hoist in use, lowering 
a 12-inch water main. 
Note the choice position 
of the workman operat- 
ing the hoist. These ; 
hoists are easy to handle 

on tripod, or wherever a 
lift or pull is needed. 





COFFING HOISTS 


LIGHT a COMPACT . : POWERFUL 
MANUFACTURED By COFFING HOIST CO. panvicee, nt. 





— 
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MANUFACTURER - DISTRIBUTOR 
Merchandising Policy BASED ON 
FAIR PLAY and TEAM WORK 


SALES POLICY—In accord absolutely with the ideals and policies of 

* the American Supply and Machinery Manufacturers Association—of which 

it is a member—Cleveland File Company merchandises its products only through 
legitimate established distributors. 





RESALE POLICY— We believe the distributor is entitled to a reasonable 

"and proper margin of profit. Cleveland File Distributors are seeuring 

this through the suggested resale limit consumer discount recommended by us 
and maintained by our distributors. 





FACTORY CO-OPERATION— Through a very definite set-up of re- 

= peated personal assistance to distributors, in the introduction of and main- 

tenance of sales of files, this company co-operates fully in each territory for a 
continued expansion of business. 


' LOCAL PUBLICITY—All Cleveland File consumer advertising is con- 

» « centrated in the various territories of our distributors and is pointed for 
direct immediate local reactions. Direct mail, local publications, trade journals, 
ete., are the media used. 





QUALITY PRODUCTS—In the production of Super-Duty and Blue 

** ® Star Brands, quality has always been the prime incentive. Through con- 

stant research and development ‘‘Cleveland File’’ is ever increasing the usabil- 
| ity, efficiency and value of their products. 


For 34 years Cleveland Files have been 
known for Design, Quality of Material, 
Precision in Cutting and Endurance. 
They are more than just files—they are 
Superior Production Tools. Super-Duty 
and Blue Star will meet every file de- pl. cl 
mand, 100%. Write for full details of 

our Profit Producing Distributor Plan. 





BUY IT FROM THE DIZ TRI! oF Won 


The CLEVELAND FILE Company 


| 3400 HAMILTON AVE. CLEVELAND, OHIO 
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WE DO OUR PART 











"The "Mathattan Rubber Mig. Division” of Raybeitor: Manhattan, Ine 


Executive Offices and Factories, Passaic, New Jersey 


“y 





| 


| 
| 
J 


Compensated Belt Fire Hose 
Standard Belt Hydraulic Hose 
V-Belt Packers Hose 
Conveyor Belt Paper Mill Hose 
Acid Hose Sand Blast Hose 
Air Hose Sand Suction Hose 
Contractors Hose Steam Hose i 
Textile MillSpecialties Water Hose 
Creamery Hose Chute Lining 
Dredge Sleeves Launder Lining 
C. |. Air Tubing Garden Hose 
Asbestos Brake Blocks 
Industrial Brake Lining 
Other MANHATTAN Products | 
Other Grades of Hose Pump Valves 
Suction Hose Tubing 
Oil Hose Washers 
) Packing Molded Goods 
| Matting Oilless Bearings 
Belting of Every Description 
Molded Hose for Every Service 


reciation 


\ T THIS TIME there is no more vitally impor- 
A tant message to be delivered to Industrial 
Distributors than an expression of appreciation 
for their cooperation in supporting the inaugu- 
ration of the marketing policies deemed neces- 


sary for the success of the “new deal.” 


If inequalities still exist unfairly, detrimental to 
the interests of the Industrial Distributor, cor- 
rections will be made. Meanwhile, we plead 
for the patience and tolerance of the Industrial 
Distributor in realization of the unprecedented 
problem that faces the manufacturer in the re- 
vamping of production as well as marketing pro- 


cedure to conform to new rules and regulations. 


We ask for confidence that whatever is right 


will prevail. 


Sole makers of Condor Compensated Belt 


... the low tension rubber belt 


enero 
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ARMSTRONG 


UMI 


System of Tool Holders ‘ny 








ARMSTRONG TOOL HOLDERS are standard equipment the 
world over—are used in over 96% of the Machine Shops and 
Tool Rooms. They are essential to any fully successful tool 
department. Over 100 sizes and shapes, they provide per- 
manent, cost-cutting tools for every operation on lathes, planers, 
slotters and shapers. 


ARMSTRONG HIGH SPEED Bits and Blades are now made 
of a super-steel that makes practicable the machining of from 
25 to 100 more feet per minute. Armide (Carbide-Tipped) 
Cutters, for ARMSTRONG TOOL HOLDERS 

bring the advantages of Carbide cutting tools A 
within range of every shop. 


ARMSTRONG Lathe Dogs (11 types) are drop 
forged from special steel that gives them unusual 
strength and stiffness. Hubs are large enough to 
permit re-tapping—double life. Screws are alloy 
steel, hardened at point, and do not up-set. 


ARMSTRONG “C” Clamps come: Heavy, Me- 
dium and Light, in all sizes. Improved designs, 
special steels and careful treatment and machining 
make them the strongest clamps sold. Also Tool- 
makers, Machinists and Strap Clamps. 


Tool Holders 

Lathe Dogs 

Clamps 

High Speed Steel Bits 
Armide Cutters 

Drop Forged Wrenches 
Ratchet Drills 

Machine Shop Specialties 


“eo” 





WE DO OUR PaRT 


Dies and Stocks 
Pipe Cutters and Wheels 
Pipe Vises 
Pipe Wrenches and Tongs 


ARMSTRONG BROS. 


cy *“‘The Tool Holder People’’ 
305 N. Francisco Ave., CHICAGO, U. S. A. 


London Branch: ARMS TRONG BROS. TOOL CO., LTD. 


,Drop Forged Wrenches 





ARMSTRONG Drop Forged Wrenches come in 37 types, in all 
sizes, in one quality—all must pass rigid inspection, prove up 
to ARMSTRONG standards or be destroyed. Improved de- 
signs, a new steel and exacting manufacturing methods make 
them today’s most outstanding wrench [ine. 


ARMSTRONG-VANADIUM Wrenches, drop forged from 

selected Chrome-Vanadium Steel, come in the newer and stand- 

ard types. They are lighter, longer, thinner and _ stronger. 

Are Chrome-plated with heads buffed bright. They are guar- 
anteed not to break or spread. 


ARMSTRONG BROS. Pipe Tools (distinguished 
from others of similar name by the Arm-and- 
Hammer Trade Mark) comprise the most com- 
plete line sold—a line that needs no fill-ins. Each 
is an improved tool—improved in design, material 
and workmanship. 


ARMSTRONG LINES are quality lines, complete 
lines, selling lines that give satisfaction and build 
business. They are continuously advertised, sales 
helps are freely furnished. Prices and your profits 
are protected. It is more than a saying, “You 


will never get stuck on an ARMSTRONG Line.” 


TOOL CO. 


SN 
ey 
~, 
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You Can Afford to Concentrate 


Imperial Paint Spray Equipment 


Imperial Spray Guns 
are perfectly balanced, 
easy to operate, easy 
to clean and keep 
clean. They are fast, 
efficient and economi- 
cal. Our equipment in- 
cludes a complete line 
of guns, water and oil 
separators, material 
pressure feed contain- 
ers, air compressors 
from 4 to 7/2 H.P., 
portable and station- 
ary; gravity feed buck- 
ets and all accessories, 





Imperial Welding and Cutting Equipment 


—the finest, but not the highest 
priced. The line is complete for 
every welding and cutting job from 
light sheet metal work to the heavi- 
est operations. It includes the most 
up-to-date developments in welding 
and cutting torches. Each torch is 
chromium plated and has reamed 
taper bore copper welding tips. 








Sette Faucets 


Sette Faucets are for steel or wood barrels or drums. 
(1) metal to metal seat, cannot deteriorate, no packing to 
dry out; (2) automatically self-closing; 
(3) push lever control; (4) easily locked 
in open or closed position; (5) not 
affected by heat or cold; (6) 34” iron 
pipe thread with large hex. Sette Faucets 
are ideal for oil, gasoline, kerosene, 


alcohol, anti-freeze solutions and many other liquids. 
—— Couplings 


HEB Se 


a: Couplings are designed for extra strength. 
Each fitting is carefully machined and finished so that no 
burrs are left to remain loose and possibly clog up lines 
or interfere with moving parts. The various types of fit- 
tings provide a complete brass fitting service for gas, 
air and oil lines on autemobiles, trucks, buses, oil burn- 
ers, refrigeration, air conditioning, etc. 









511 S. RACINE AVE. 
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Trine of the mar- 
ket possibilities of these four different 
lines—each one answering a very defi- 
nite, modern need in industry. 


Take your own territory, for example. 
Every large or small plant on which you 
call—or pass by—is an immediate pros- 
pect for sales on at least one of these 
lines. Many are in the market for all four. 


Imperial Products are efficient. They 
are durable. They are economical. They 
are designed by experienced, practical 
engineers. Expert workmanship is em- 
ployed on every item. Only the finest 
materials are used. 


When you become an Imperial dis- 
tributor, you are assured protection on 
sales, intelligent sales cooperation and 
an excellent margin of profit. 


We invite you to write 
for literature on these and 
our other lines, and a clear 
explanation of our distribu- 
tor plan. 


IFA CTI 


CHICAGO, ILLINOIS 


ALSO MANUFACTURERS OF IMPERIAL TUBE CUTTERS, TUBE BENDERS, FLARING TOOLS AND OTHER PRODUCTS 
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{L Move THE EAR™ 









The Atlas Car Mover has many times 
moved railroad cars weighing more than 100 tons! And that's about as 
heavy as they come. 








There is good reason for the claims we have consistently advanced as to 
the great POWER of Atlas Movers. Employing true compound leverage 
as they do, they must have more power than a simple leverage mover. 


This extra power is appreciated by the man who must move the car. But 
it is also appreciated by the man who pays the bill because it eliminates any 
tendency for the operator to lay aside the mover and wait for a locomotive 
to do the short-spotting. 


In the Atlas, you have a car mover you can confidently recommend to 
your trade, knowing it will do the work expected of it—and more. Further- 
more, you can unhesitatingly guarantee every mover—knowing that we will 
definitely back that guarantee. 


If you are not now handling ATLAS Car Movers, we invite your inquiry 
for complete details. 


MANUFACTURED BY 


APPLETON CAR MOVER CO. 


APPLETON, WIS. 
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A Key Line may be one of two things—it may bulk so large in the jobber’s sales volume 
that he is obliged to push it; or it may be a created Key Line, made so by the fact that the manufac- 








turer has given the jobber EXCLUSIVE DISTRIBUTION in the territory. 


Our Sole Distributor Policy makes it profitable for the Jobber and the Jobber’s Salesman to 


push our product. 


Now as to the line?! 


MEMBER 





WE DO OUR PART 





THE 


Boston 


Valves—Binghamton, N. Y. Hand Trucks and Wheelbarrows—Rome, Ga. 


For more than fifty years The Fairbanks Company has manufactured 
quality valves embodying renewable features that have reduced their 


cost maintenance to a minimum—a most important factor to be con- 
sidered by valve users. 


Fairbanks valves are regularly made of Bronze and Semi-Steel in Stand- 
ard, Heavy and Extra Heavy patterns. Among the many types are 
Globe, Angle, Cross, Gate, Check, A. P. Cock and “Sphero” Ball 


valves, for Steam, Water, Oil, Gas and other services. 


While our standard line of Hand and Platform trucks include prac- 
tically all of the most commonly called for types, there are many others 
not catalogued which we can furnish; aside from which we build trucks 
to your specifications. The materials used are of the best, insuring long 
life and maximum service. 


We manufacture these in both wood and steel—frames of wood or 
tubular steel, with either hot pressed or folded trays of various gauges, 
for Concrete, Mortar, Coal, Coke, Brick, Stone, etc.; also Garden bar- 
rows, with either wood or steel wheels. 


With bodies of either steel or wood; steel or wood wheels, plain or 
rubber tired—the most modern cart on the market. 


A complete line of Stationary and Swivel types, with Plain Iron or 
Rubber Tired Wheels, roller bearings, Zerk fitting, etc. A good rubber 


tired wheel saves floors, insures quiet and easy running, and improves 
the temper. 


Drag and Fresno scrapers of various capacities, to meet every need. 


These goods are all common to the average industrial plant, and 
their use will insure minimum maintenance cost and maximum service. 


Write for separate catalogs illustrating and describing these products; 
a study of them will prove valuable to you. 


Manufactured by 


FAIRBANKS COMPANY 
New York Pittsburgh 


Factories 
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at you Call : 


There’s a comforting thought in the fact that when- 
ever your stock is depleted the Upson warehouse 
with more than 5000 items is only a telephone call 
away from you. 

Jobbers, knowing the price tendencies today and 
aware of increased industrial activity in almost every 
field where nuts, bolts, rivets and kindred items are 
used, are fast-bringing their stocks back to normal. 
And so this word of advice—check your stock, 
keeping in mind the expanding needs of your cus- 
tomers. And to safeguard their interests, as well as 
your own goodwill, send your inquiries for all 


headed and threaded products to Upson. 


Carriage Bolts 
Machine Bolts 
Stove Bolts 
Plow Bolts 
Cultivator Bolts 
Step Bolts 
Elevator Bolts 
Tire Bolts 
Whiffletree Bolts 
Loom Bolts 
Stud Bolts 

Eye Bolts 


End Spring Bolts 
Spring Shackle Bolts 
U-Bolts 

Fancy Head Bolts 
Bolt Ends 

Blank Bolts 

Lag Screws 
Turnbuckles 

Large and Small Rivets 
Jam Nuts 

Wing Nuts 

Wire Rope Clips 


Hot Pressed, Cold Pressed and Semi-finished 


Nuts and Washers 
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A message o yf assurance to 


DISTRIBUTORS 





ITH the devel- 

opment of the 
N. 1. R. A. the distrib- 
utor and his salesmen 
face a new order of 
things. 


From now on, profits will depend 
entirely on well planned, intelligent, 
persistent selling efforts. 


But the distributor must have good 
products to sell. He must represent 
manufacturers who are willing to give 
him the cooperation that is absolutely 
essential to his success under the 


"New Deal." 
The quality of CAPITAL "Red 


Cap" Brushes and Brooms, their rec- 
ord of economical and efficient serv- 
ice, are too well established to re- 
quire elaboration here. 


INDIANAPOLIS BRUSH & BROOM MFG. CO. 





For a quarter of a 
century, this company 
has consistently given 
the distributor the 
protection and sup- 
port that is rightfully 
his. We are proud of this fine record. 


Under the N. |. R. A. we promptly 
signed the President's Reemployment 
Agreement, assuring him of our whole- 
hearted support in carrying out the 
great plan, for which he and his asso- 
ciates are highly commended. 


We have entered into the spirit of 
.ne NEW DEAL. We are going all 


the way. Our distributors can count 
on us for complete cooperation. 


If you do not now handle the 
CAPITAL Line we cordially invite 


your inquiry for complete details. 


ESTABLISHED 1890 


126 Brush Street 


Indianapolis, Indiana 
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New and Improved Industrial Products 











Wheel Cutter 





A™ parts of this square-built wheel 
cutter are built at exact right angles 
to each other to insure proper tracking. 
Frames are surface- ground to establish 
true parallel working surfaces as the foun- 
dation for subsequent machining opera- 
tions. This number 204 cutter is made in 
sizes from 2%4-inches to 4-inches and in 
the three wheel design only.—The Borden 
Company, Warren, Ohio. Mis. SUPPLIES, 
October, 1933. 


Portable Electric Sander 





REEDOM from dust and longer life 

for sanding belts are advantages claimed 
for this new portable electric belt sander. 
A high speed vacuum fan is mounted upon 
the sander with its in-take immediately 
behind the sanding surface. Its powerful 
suction pulls in the dust particles and de- 
posits them in a zipper bag. This vacuum 
dust collector is provided with its own 
motor which operates at a constant speed, 
insures the collection of dust at all times 
and in no way pulls down the power of 
the sanding motor. Sanding belt is 4! 
inches wide, the sanding area 32 square 
inches. Sanding motor is rated at 5¢- 
horsepower. Aside from its value from 
a health standpoint, the immediate re- 
moval of dust makes possible the use of 
the sander for numerous purposes hereto- 
fore impossible and prevents the clogging 
of the sanding belts by particles already 
removed.—Skilsaw, Incorporated, Chicago, 
Illinois. Mitt Suppriies, October, 1932 


Compressor 





NEW single-stage, belt driven com- 

pressor designed for heavy-duty 
service is designated the Class ES. It has 
one horizontal, double-acting cylinder and 
operates at moderate speeds. It is avail- 
able in sizes from 10 to 125 horsepower 
and for discharge pressures from 5 to 150 
pounds. The machine is suitable wherever 
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full-load, continuous service is required 
and wherever power cost is an important 
consideration. It will give economical 
standby service for large compressors 
whose full capacity is not always needed. 
It is well adapted for use in isolated plants 
where there is little supervision, for all 
applications where oil in the discharge line 
is objectionable, or for installations where 
a future change in pressure conditions 
may call for a change in cylinder size. It 
will satisfactorily handle poisonous or in- 
flammable gases, or any others that must 
be handled without leakage. Low air 
speeds and small pressure losses obtained 
by liberal design of air passages and valves 
insure Maximum economy. These features 
and effective water jacketing also insure 
low air temperatures, which simplifies lu- 
brication problems and lengthens the serv- 
ice life of valves, cylinders, and piston 
rings. A doube row of Timken tapered- 
roller bearings on each end of the crank- 
shaft reduce friction, make bearing adjust- 
ments unnecessary for a long time, and 
provide rigidity against all strains. Regu- 
lating equipment suitable for any condi- 
tions of service can be furnished.—Inger- 
soll-Rand Company, New York, New 
York. Mitt Suppties, October, 1933 


Screw Driver Line 





gz Pere 








N improved line of screw drivers 

features clear maple handles lacquered 
in natural color and having deep machine- 
cut grooves in the handles. The method 
of fastening the blade into the handle not 
only prevents its turning and loosening 
but also permits the elimination of the pin 
so that the blade can be hardened all of 
the way. Blade is made of quality high 
carbon steel. The screw driver is made in 
3-inch, 4-inch, 5-inch, 6-inch and 8-inch 
sizes in the machinist’s type, and in 4'%- 
inch, 6'4-inch and 8'%-inch in the electric 
type. Machinist's type may be had with 
blade part way through or all the way 
through the handle, as desired.—The Fors- 
berg Manufacturing Company, Bridge- 
port, Connecticut. Mitt Suppress, Octo- 
ber, 1933. 


Molybdenum Hack Saw Blade 





NEW Molybdenum hack saw blade, 

the “Blu-Mol,” has recently been 
placed on the market. The manutacturer 
has been working with this new blade over 
a long period of time and is satisfied that 
these commercially produced blades will 
get the same results as were obtained on 
an experimental basis. They are exactly 
hardened and tempered and have been 
tested on all types of cutting with satisfac- 
tory results. — Millers Falls Company, 
Greenfield, Massachusetts. Mitt Surp- 
pLies, October, 1933. 


Healthguard Mask 





HIS mask is designed primarily for 

sand and shot blasting and other occu- 
pations where harmful dusts are encoun- 
tered. It consists of a soft molded rubber 
face piece, designed to adapt itself to any 
facial contour. When in position, the in- 
terior becomes sealed against outside air, 
preventing the entrance of dust particles. 
The face piece is held in position by a 
molded rubber head harness, fitted with 
detachable and adjustable buckles, permit- 
ting the mask to be slipped on or off the 
head in just a few seconds. Attached to 
the side of the face piece is a molded flex- 
ible rubber tube, permitting free movement 
of the head. The lower end of the tube 
connects with the air filter which in turn 
is attached to an adjustable belt. The 
quick acting coupling connects the filter 
to the air supply. Excessive pressure in 
any part of the mask is eliminated by 
means of a fully automatic relief valve. 
—The Chicago Eye Shield Company, Chi- 
cago, I[llinots. Mitt Suppries, October, 
1933. 
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STANDARDIZE ON STANLEY 


HE work value of Artisan Quality Stanley Tools is appreciated by 
Plant Superintendents who specify them and mechanics who use them. 






SCREW DRIVERS 
Stanley screw drivers are made in a wide variety cf materials, 
sizes and styles to fit the needs of all industry. 


Special screw drivers for Woodworkers, Millwright, Machinists, LEVELS 
Electricians and Automotive Mechanics. 


ALSO 


BIT BRACES 
PLANES 


WOOD 


CHISELS 
HAMMERS 


“Stanley-Atha’’ Hammers are super heat treated by means of SCRAPERS 
a special Stanley process that produces a tougher stronger head. 
The hickory handles are oil processed, on the eye end, to assure tight 


heads and handles. PUNCHES 


== | 


DRILLS 
COLD CHISELS 


Forged from electric furnace chrome vanadium steel. They are WEDGES 
designed to stand up under the hardest work cuts cast iron, 
steel, concrete, etc., and yet they can be sharpened with a file. 





ANVIL 
TOOLS 





VISES 
ZIG ZAG RULE SLEDGES 


Used by all artisans. A 16 different patterns in all sizes, SQUARES 
complete line of Stanley forged from a high grade steel, 
Quality tools in a variety of hardened and tempered to with- 
lengths and graduations. stand severe use. 


3206 STEEL RULE 

A new and better flexible rigid steel rule. Blade grad- 
uated both sides all edges. Blade entirely removable 
from case, safe controlled ‘‘Pull-Push” blade action. 







STANLEY TOOLS 


New Britain, Conn. 


STANLEY TOOLS 








C. E. Coleman, a salesman with the Wiley- 
Hughes Supply Company of Trenton, 
New Jersey. 


Joplin Supply Force Expanded 
Kight employees have been added 
to the operating force of the Joplin 
Supply Company, Joplin, Missouri. 
New lines added are: Vane-Cal- 
vert paint, U. S. Gutta Percha Paint 
Company’s Barreled Sunlight and 
\Wooster Brush Company’s brushes. 
* * * 
Pedersen Brothers Adds 
Employes 
Pedersen Brothers Tool and Sup- 
ply Company, Chicago, has added 
one to its sales force and three to 
the operating force as a result of 
signing the N. R. A. agreement. 
lows Pedersen, vice-president, re- 
ports a much better spirit of coopera- 
tion among Chicago distributors. 


ak FORD & KE Nc f 





A balanced display of small, medium and 

heavy equipment and supplies in the win- 

dow of Ford and Kendig Company, 
Philadelphia. 











UMI 
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dagen 


Tue best man in the race looks the same as 
all the rest — until he gets into action! But 
there is a difference — a difference that wins. 


Tool buyers spot that winnin3, difference in 
Morse Tools. Results, not appearance have 
shown them that production costs are lower 
with Morse on the job. 


Morse advertising, is driving home this im- 





portant theme, helping, you to build small The Morse Line 
tool profits because “There is a Difference.” eo. 
High Speed and Carbon 
DRILLS 
REAMERS 
M OR A R Ss CUTTERS 
TAPS AND DIES 
IMI DRILL & MACHINE COMPANY SCREW PLATES 
NEW BEDFORD. MASS..U.S.A. ARBORS 
CHUCKS 
New York Store Chicago Store COUNTERBORES 
92 Lafayette Street 570 West Randolph Street MANDR ELS 
rAPER PINS 


101 01.6 38 
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Manufacturers Tell Us »» 


Of personnel changes, new sales plans, new literature, changes in 
quarters, new distributors appointed, and other facts of interest 








Power Transmission Association 
Meets in Washington 

The Power Transmission Associa- 
tion, which is affiliated with the Ma- 
chinery and Allied Products Insti- 
tute, will meet in Washington on 
September 23, 24 and 25. W. H. 
Fisher, president of the Association, 
will preside. 


* * 


American Leather Belting 

Association Meets 
The American Leather Belting As- 
sociation held a meeting at the Edge- 
water Beach Hotel, Chicago, on 
September 22 and 23. Dates were 
so set that manufacturers who de- 
sired to attend the mill supply con- 
vention in Washington could do so 

without missing this meetng. 


* 


H. D. North Heads Fabricated 
Metal Products Federation 

H. D. North, president of the 
Ferry Cap and Set Screw Com- 
pany, was elected chairman of the 
board of directors of the Fabricated 
Metal Products Federation at a 
meeting of that group in the Carlton 
Hotel, Washington, D. C., August 
10. Other members of the board in- 


clude: R. E. Pritchard, vice-presi- 
dent, The Stanley Works; W. M. 
Goss, secretary, The Scoville Manu- 
facturing Company ; William D. Diss- 
ton, Henry Disston and Sons Com- 
pany; G. B. Durell, American Fork 
and Hoe Manufacturing Company ; 
and A. E. Alverson, president Ameri- 
can Hardware Manufacturers’ As- 
sociation. 

All persons, corporations, firms or 
trade associations engaged in or rep- 
resenting those engaged in the man- 
ufacture for sale or for use of metal 
products in whole or in part beyond 
the point of finished mill shapes and 
foundry operations are eligible for 
membership in this Federation. 

A basic code of fair competition 
was adopted for the industry with 
the understanding that trade asso- 
ciations or groups of manufacturers 
representing a substantial part of 
any specific industry may formulate 
a supplementary code defining spe- 
cifically its industry and covering 
such additional regulations as are 
considered advisable. 

° ss 
Blanket Code for Mill Supply 
Manufacturers Presented 

A blanket code for manufacturers 

of such products as abrasives, belt- 





Photograph taken at the meeting of manufacturers of leather belting and related 

products in Naw York on August 2, at which the code of fair competition for this 

group was approved. The informal appearance of the conferees is well explained when 
it is remembered that August 2 was one of the hottest days of the year. 
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ing, files, pipe tools,. steel pulleys, 
twist drills, vises and wrenches was 
submitted to the N. R. A. on July 
31. 

Among its provisions is the fol- 
lowing: “It is agreed by those sign- 
ing the code that there will be in- 
cluded in the supplementary group 
by industry sub-codes a proper clas- 
sification of distributors and ade- 
quate price differentials based upon 
the functions performed and the cost 
of the service rendered in the dis- 
tribution of their products to the 


consumer.” 
*x* * * 


Electric Industrial Truck Code 


Calls for Resale Maintenance 


The code submitted to the N. R. 
A. by The Electric Industrial Truck 
Institute provides that: “Each pro- 
ducer shall consult distributors of 
his products with respect to resale 
prices and he shall exercise due dili- 
gence in seeing to it that his wishes 
are observed in practice. It shall be 
in direct violation of the intent of 
this rule to continue to supply any 
distributor whose practices are duly 
proved to be detrimental to the 
stabilization of the market.” 


* * * 


Hand Chain Hoist Code 
Submitted 


The code for the hand chain hoist 
industry, submitted to the N. R. A. 
by The Hand Chain Hoist Institute 
on August 23, recognizes distributors 
as the primary market for manufac- 
turers of this item and provides for 
resale price maintenance. 


With regard to the latter, the code 
states, “Each producer shall consult 
distributors of his products with re- 
spect to resale prices and he shall 
exercise due diligence in seeing to it 
that his wishes are observed in prac- 
tice. It shall be in direct violation 
of the intent of this rule to continue 
to supply any distributor whose prac- 
tices are duly proved to be detri- 
mental to the stabilization of the sec- 
ondary market.” 


MILL SUPPLIES 
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Valve and Fittings Code 
Has Hearing 

The code of fair competition for 
manufacturers of valves and fittings 
had its public hearing on Monday, 
September 1, at the Willard Hotel. 
It was submitted to the N. R. A. by 
The Valve and Fittings Institute. 


‘ ’ 


The terms “valves” and “fittings,” 
as described in the submitted code, 
include all designs of valves, pipe 
fittings and accessories, of all classes 
of ferrous and non-ferrous mate- 
rials, for use in the handling of all 
classes of fluids and gases, such as 
steam, oil, gas and air. 

The “primary” market of such 
manufacturers is described as that 
in which a distributor purchases 
from a producer. The “secondary” 
market is that which may be served 
by a distributor. 

A distributor is described as one 
whose principal business is the pur- 
chase, sale and maintenance of stocks 
of products of the industry, in suffi- 
cient quantity to render normal serv- 
ice to users and consumers situated 
within the territory which he can 
service economically and with des- 
patch. Distributors, under the code, 
may be privately owned or owned 
by a producer or other trade factor. 

The code provides that each pro- 
ducer shall file with the commis- 
sioner of the Institute a schedule of 
prices on those of his products nor- 
mally available to the trade, and a 
complete statement of the terms and 
conditions of sale which he employs. 
Thereafter he shall not sell any 
product at a lower price or on more 
favorable terms. 

Each producer is required to in- 
struct distributors of his products 
with respect to his factory-shipment 
resale prices for application to vari- 
ous classes of trade in the secondary 
market and shall exercise due dili- 
gence to see that they conform to 
these prices, 

The Valve and Fittings Institute 
claims to represent 94% of the in- 
dustry. 

* @ 
W. O. Roach, Assistant to 
Appleton Electric President 

Walter O. Roach, formerly presi- 
dent of the Roach-Appleton Manu- 
facturing Company, South Bend, In- 
diana, is now connected with the 
Appleton Electric Company, Chi- 
cago, in the capacity of assistant to 
the president and in charge of sales. 


*“HALLOWELL” 
FOLDING TABLE 








Has a Very Wide Market 
Costs Little To Stock 
Is Easy 


To Sell 








On the Right: 
General view of 
the “Hallowell” 
Folding Table. 


PAT. APPLIED FOR 


‘“‘Hallowell’’ Folding Table being put up 


No. 1358-A 


No. 1382-A 


‘Hallowell’ Folding Table 


Hotels, Fairs, 
Bazars, Hot 
Dog Stands, 
Churches, De- 
partment 
Stores, Cater- 
ers, Lodges, 
Picknickers, 
Tourists’ 
Camps, Institu- 
tions of all 
kinds— 

and a host of others 
need tables, which 
when not in use, 
can easily and 
quickly be gotten 
out of the way and 
stored in the smal- 
lest possible space 


or—the “Hallow- 
well’? Folding 
Table. 


The Top is made of 5-ply laminated wood, so it won’t warp, and finished 
very attractively in Walnut. 


The Tubular Legs of Steel are tipped with suitable glides and hinged to the 
underside of the top and braced, as shown. 


The putting up of the “Hallowell” is simplicity itself. 


The legs are pushed 


out, as shown, and prevented from folding under by hinged braces having 
safety catches, so they won’t double up. 


The strong, yet light Steel Apron, which supports the top so well that ten men 
can stand on it, is clearly shown. 


Stock Sizes— 
Lengths: 4 ft.,6 ft. 
and 8 ft.; Widths: 
30”; Heights: 29” ¢§ 


—all lengths. 





When folded the 
“Hallowell” Table 
is about 2%” 
thick. 





STANDARD PRESSED STEEL CO. 








BRANCHES 


BOSTON 
CHICAGO 
DETROIT 


JENKINTOWN, PENNA. 
BOX 519 


Co) 


BRANCHES 
NEW YORK 
SAN FRANCISCO 
ST.LOUIS 
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STANDARDIZED 





PULLEYS & FLEXIBLE COUPLINGS 


e Now—for the first tim 


that are actually designed for spe- 
You'll find these yy” 
Congress Pulleys built to the belt for 


cific belt use. 


added driving efficiency 


P “ i if 
lis - 4 ak y = 
e—pulleys "THEY'RE BUILT TO THE BELT] 


and much 


longer belt life. They are made to fit A and B type belts—offer the 
last word in operating economy. Congress Pulleys are die cast from 


gts STANBARDITED By 
om é 


@oeeee ee 
CH | Oo 





white brass—are accurately bored, perfectly 
balanced — completely vibrationless, with 
extra high tensile standards for high speed 
use. Available in all standard bores for 
round belt and V belt use—up to 10 inches 
in diameter. Also a wide selection of flex- 
ible couplings and crown face pulleys. Spe- 
cial descriptive catalog on request. 


Dealers — Distributors 


This large merchandising and display board 
contains 58 pulleys and flexible cou- 
plings in the most popular sizes. Get our 
special dealer proposition which insures 
quick turnover and large profits. 


CONGRESS TOOL & DIE CO. 


8214 Collins Avenue 


Detroit, Michigan 








SEND US 
YOUR INQUIRIES 
FOR STANDARD 
AND SPECIAL 
MATERIAL 
HANDLING 
EQUIPMENT 












ROBBINS & MYERS, Inc. 


HOIST DIV. 


SPRINGFIELD, O. 


ELECTRIC 
HOISTS 
CRANES 
TROLLEYS 


CHAIN HOISTS 


HAND POWER 
CRANES 


OF EVERY TYPE 


SOLD THRU MILL SUPPLY HOUSES EVERYWHERE 


Motors— Generators—Fans 











Provisions of Ladder Code Dis- 
criminate Against Industrial 
Distributors 
Paragraph 2 of Article V, pro- 
posed code of fair competition for 
the ladder manufacturing industry, 
reads as follows: “In order to pro- 
vide for the orderly distribution of 
ladders, the trade is divided into the 
following classification and the cus- 
tomers falling within each classifica- 
ion shall receive such discounts from 
list prices as shall be fixed from 
time to time by the Executive Com- 

mittee : 

(A) A consumer shall be defined 
as a buyer of ladders sub- 
stantially all of which are 
purchased for use as a tool 
is used, and not for resale. 

(B) A retailer shall be defined as 
a buyer of ladders that buys 
to resell and whose business 
is designed for and built 
upon the selling of goods to 
consumers. 

(C) A jobber of ladders shall be 
defined as a buyer of ladders 
that buys to sell and whose 
business is designed for and 
built upon the selling of 
goods to retailers. To be 
considered a jobber a repre- 
sentative stock of ladders 
must be carried in stock and 
salesmen must be in the ter- 
ritory for the purpose of sell- 
ing to retailers.” 

\ close scrutiny of these defini- 
tions can only lead to the conclusion 
that if the code is approved, indus- 
trial distributors will be forced to 
buy at the retailer’s price. 

The code was submitted by the 
American Ladder Institute. 


* * * 


Cincinnati Tool Appoints West 
Coast Agents 

The Cincinnati Tool Company, 
Cincinnati, has appointed H. M. 
Pforsich, 404 Balboa Building, San 
Francisco, and L. P. Tate, 1286 
North Los Robles Avenue, Pasadena, 
as its representatives in the Pacific 
Coast and intermountain states. 


* * 


Wood Shovel Appointments 

The Wood Shovel and Tool Com- 
pany, Piqua, Ohio, has appointed N. 
T. Jacobs assistant to C. L. Butts, 
manager of sales. 

E. T. Nipher has been appointed 
plant superintendent. 
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ra awines ce | THIS TRADEMARK 
Recognizes Distributors 

Among the provisions of the code | 
of fair competition submitted to the 
National Recovery Administration 
by the American Institute of Bolt, 
Nut and Rivet Manufacturers is the 
following: “The Industry, in ac- 
cordance with the above plan of op- 
eration declares its minimum filed 
prices to be applicable to wholesale 
jobbing and wholesale consuming 
trades, and the Executive Commit- 
tee may prescribe such rules and 
regulations as it shall deem proper 
by which the question of whether or 
not any purchaser or prospective 





REGISTERED U. S. PATENT OFFICE 








O all industry the name BOND stamped on any 
truck caster or any piece of power transmission 
machinery represents efficiency, dependability and econ- 


omy. It is not by chance that Bond equipment has won 


‘ies this reputation. Accurate designing and careful build- 
purchaser of any product for resale coal tl diet at , bled 
. x for more than a third of a century have enable 
is a jobber or wholesale consumer ing ” oe ne ee er oe 
shall be determined.” to produce products that give superlative service on 
“Brokers, commission agents, and the jobs for which they are intended. We insist that 
dealers in used or distress stock of each piece of equipment bearing the Bond trademark 
materials shall not in any case be gives industry unexpected value. In return, industry 
considered a jobber or wholesale has rewarded us by its universal acceptance of Bond 
consumer.” 


' ’ products. 
“All common carriers coming un- 


der the supervision of the Interstate 
Commerce Commission shall be con- 
sidered wholesale consumers.” 


To every mill supply jobber we say this: “There is 
no line on which you can more profitably concentrate. 
Acceptance of our products by all industry is our valued 
asset—and your assurance of active business. Write 

Mechanical Packing Industry for the Bond catalog.” 

Submits Code 

The Mechanical Packing Associa- 
tion, 17 John Street, New York 
City, on September 1 submitted a 
code of fair competition for manu- 
facturers of mechanical packings. 

The code provides that the board 
of directors of the Association shall 
constitute an industry planning com- 
mittee which shall prepare a code 
of ethics for all business done by 
members. No specific unfair trade 
practices are listed nor is the sub- 
ject of distribution covered in the Bond Universal Ring Oiling 
code submitted. Shaft Hanger 

Date for hearing has not yet been 
scheduled. 

x * x 


George Allen Middle West Sales 
Manager for Yost Vise 

George Allen, for 20 years with 

The Charles Parker Company, has 


* * * 





Casters — Power Trans- 
mission Machinery 
Roller Bearings—Materi- 


als Handling Equipment. 




















been appointed sales manager for the No. 23-A. Bond 26-A Series. Bond 
en apposed sa on ge Tee t - Improved Double Les-Nois Caster. 
middle-western territory by the Yost | Ball Race Swivel Swivel or station- sniiei Aibabidh wise tail 
f : . : . Truc ails ary tvpe nd All-Steel Case True 
Manufacturing Company, Meadville, Iruck Caster. ary types 0 ‘ se 
) ; ae (Patented) (Patented) 
Pennsylvania, according to an an- 


nouncement made by Fred M. Mc- 

Arthur, general manager. ona Foundry & Machine Co. 
Mr. Allen’s duties will involve both | a Pak OF 

calls on distributors in this territory i 

but missionary work among indus- 

trials. 


Manheim, Lane. Co., Pa. 





Philadelphia Office: 617 Arch St. New York Office: 30 Church St. 
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DISTRIBUTORS— 


Back Your Salesmen 


in their drive for business ® 


withan UP-TO-DATE- 
COMPLETE- 
QUICKLY BUILT- 
INEXPENSIVE - 


CUNEO 
CATALOG 


Heed what D. L. Cook, President, Cook Iron 
Store Co., Rochester, N. Y., has to say on 
this subject: 


‘Since we received from you the supply of 
our new 1932 catalogs there ha: been more 
enthusiasm displayed within our organization 
and among our salesmen than has been since 
the Haleyon days of 1928-1929. Also, the 
favorable reaction evident among our custom- 
ers, bodes increased business these ensuing 
months.”’ 


And Remember — 


A modern, complete catalog 
will be the best kind of a salesman 
for you. It will always be at the 
buyer's elbow, ready to function 
when he is in the mood to buy. 
Consider the percentage of busi- 
ness placed with you when no 
salesman is with the buyer. Make 
sure your customers and pros- 
pects know exactly what you 
make—when your salesmen are 
somewhere else. 


Cuneo Offers You— 
Fy 


Thousands of pages in individual units. 
2 
Skilled and experienced artisans to do 
your job quickly and thoroushly. 


4 

e 

The resources and facilities of one of 
the world's largest printers. 


Write for complete information. 


CUNEO CATALOG SERVICE CO. 


Twenty-Second — Canal — Grove Sts. 
CHICAGO 











C. S. Phillips, representative of the L. S. 

Starrett Company, discusses the business) 

situation with Walter Peacock of the} 

| Charles C. Lewis Company, Springfield,| 
Massachusetts. | 


Walter Meyer Advanced by 
Allis-Chalmers 

Following the advancement of 
| Walter Geist to general representa- 
tive of the Allis-Chalmers Manufac- 
| turing Company, Milwaukee, Walter 
A. Meyer has been appointed assist- 
ant in charge of sales of the Texrope 
division of the company. Mr. Meyer 
has been directly connected with this 
division for the past seven years, 


* * x 


| Gibson Promoted by 
| W orthington 


| 
| 


| DD. S. Gibson, since 1929 in the in- 
| dustrial distributor sales department 
of the Worthington Pump and Ma- 
| chinery Corporation, has recently 
| been appointed manager of the small 
| product and resale division in charge 
of sales through industrial distribu- 
tors. 





* * * 


_New England Representative for 
Johnson Bronze 
The Johnson Bronze Company of 
New Castle, Pennsylvania, recently 
employed E. J. Sullivan as their New 
England representative in charge of 
bushings, bearings and bar stock. 
“Ed” is well known in New Eng- | 
land, having lived in Holyoke, Mas- | 
sachusetts, all of his 38 years. | 
Prior to joining the Johnson forces, 
he was New England representative 
for the American Non-Gran Bronze 
Corporation for a number of years, | 
and during the past four years, sales | 
| manager for that concern. 


7 
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LIST 





with a_ back- 


A Signal 
ground of more than 40 years as 
successful producers of small mo- 


product 


tors ... this is a high grade inter- 
mittent service, light duty, portable 
electric drill that finds a ready 
market in plants, repair shops or 
as an “over-the-counter” item .. . 
1% inch size, with a powerful Sig- 
nal Universal motor for D. C. or 
A. C. 110 volts ... weighs 6 
pounds, drill body and handle are 
cast aluminum; gears are special 
heat-treated alloy that operate in a 
grease-tight chamber . . . equipped 
with a make-and-break switch, a 
three jaw chuck, and is furnished 
with 8 feet of heavy duty rubber- 
sees cord with rubber plug and 
ey. 


Let us send you complete informa- 
tion, prices and discounts. 


Signal Electric Mfg. Co. 


Menominee, Michigan 
Founded 1892 
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Jenkins Brothers Publishes New | = 
Catalog 


An excellent source of information D 7 t ib t . 
on valves and valve layout is the new IS rl U ors ad 
catalog 23 just published by Jenkins 


Brothers, New York. Not only does YO U ’ L L G ib T R a S U LT S 
this book cover 400 Jenkins valves, 


in a wide range of types and _pat- 


terns, but also it gives unusually com- “ h 
plete details. All features of design wit 


and construction are clearly and fully 


described. Full information is given DESMOND SIMPLEX 


about the metals used in making the 


valves. Services, pressures, tempera- Dressers and Cutters Steel Slide Vises 
tures and fluids for which the valves 
are recommended are stated. The last OUR customers’ vises are battered and worn, many 
section of the book contains many of them have lost their grip and should be replaced 
pages of engineering data that is con- for the sake of safety and economy. These same custom- 
stantly needed where valves are used. ers require grinding wheel dressers and cutters to keep 
ae their grinding wheels fast cutting and true. With Simplex 
Vises and Desmond Wheel Truing Tools, you can sell low 
Zero Refractory Products cost efficiency to a market badly in need of such items, 
Described in New Folder now that industry is on the go again. 
All refractory products manufac- 
tured by Standard Fuel Engineering Simplex Vises have that wonderful exclusive 
Company, Detroit, are now identified selling feature—the steel slide. Because steel is 
and sold under the registered trade- stronger than cast won, Simplex Vises are 
marked name “Zero” which hereto- stronger and more serviceable than other types. 
a arene a nie It won't take much effort to get that point over 
fore only applied to high temperature 


ees successfully to your customers. 
cements, dry and plastics, it is an- 


nounced by George H. Willett, presi- 
dent. 

Complete description of each prod 
uct is contained in a six page two 
color folder recently issued by this 
company. Also general information 
of a technical nature is given on 
where and how to use Zero refrac- 
tory products which is of interest to 
any one who uses refractory ma- 
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Simplex Utility Vise 


i 


The best small vise for garage, 
light shop and home use. 











terials in the field of high tempera Simplex Machinists’ Vise— Equipped with steel jaws, steel 
tention Swivel Base slide and enclosed screw. 
* + @ | ~~ { 
ae i, 
New Bulletin Published — = © 
= : / a) 
Mason-Neilan Regulator Company, aS 
Boston, has just published an illus- | Or 9 
trated 24-page bulletin describing in . v “ . ss ne 
detail the construction and operation - — Nos. 0, 1, 2 Desmond Huntington Dressers 
of their line of compensated pressure 
control instruments. The Mason- For more than a quarter of a century, we have been consid- 
Neilan control valve compensator ered headquarters for all types and sizes of dressers and cut- 
with which every pressure controller ters. Our line is absolutely complete. No matter what your 
is equipped is fully explained. It is customers’ requirements, we can fill them. Every Desmond 
claimed that this proven development = and Cutter is guaranteed to give complete satisfac- 
ion. 


insures precise pressure control by 

eliminating “hunting,” “cycling” and | Capitalize on the quality reputation of Simplex Machinists’, Combination Pipe 

overcontrol. and Utility Vises and Desmond Grinding Wheel Dressers and Cutters. Write 
The new book also carries a full | for literature and distributor terms. 

explanation of the many other char- 


acteristic features of these instru- The DESMOND STEPHAN MFG. CO. 


ments as well as the parabolic grad- 
ual opening ball bearing control URBANA, OHIO 


valves. 
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lining! It’s put 


Yes sir, a real silve: 
new props under sagging sales— | 
it's boosted turnover—it's meant | 
new profits for men who believed | 
in pushing quick turning items. A\n | 


outstanding leader—a winner. It's | 


ALDURA 


ASPHALT ALUMINUM 
PAINT 


And it’s meant important savings 
forusersin every industry. It repeats. 
Remember, too, that it's ‘‘The 
World's Fair Paint’’—more than 
15,000 gallons are protecting and 
beautifying both the inside and 
outside of all major buildings. 
That's something you can tie to— 
with profit. 

VALDURA ASPHALT ALUMI- 
NUM PAINThas smashed all turn- 
overrecordsfordistributors in every 
section of the country. It can do it 
for you too—write us. 


\ VALDURA 






> DEALERS: 


aS The dairy industry 
» eee 


% “ \ is your biggest mar- 
; ket forVALDURA 


ALUMINUM. 
Concentrate on it. 
This new catalog 
page is a definite 
means of winning 
this business; use it. 








American Asphalt Paint Co., 844 Rush St., Chicago, Ill. 


Send us complete information about the VALDURA 
ALUMINUM profit plan 
Mail Dairy Catalog Pages 


Name 





if 


Overhead space in the steel warehouse of | 

the Hardware and Supply Company, | 

Akron, Ohio, is used to store a stock of | 

ladders. This suspended balcony safely | 
carries the load. 


New Cue on’ Users of 
Compressed Air Tools 

Ingersoll-Rand Company, New 
York, has issued a new catalog, en- 
titled “Portable Compressors, Tools 
and Equipment,” 
to assist all users of compressed air. 
It describes and 
| range of machines and _ tools 
have many applications, and lists the 
types of work for which each unit 
is particularly fitted. 


| 
| 
| 


which is designed | 


Recently developed products such | 


as the two-stage, air-cooled portable 
compressor, the air-cooled stationary 
“Motorcompressor,” and “Jackbits” 
are included, together with the com- 
plete line of rock drills, paving break- 
ers and pile drivers, drill steel sharp- 


eners and oil furnaces, pneumatic 
tools, hoists, and boring machines. 
* * * 


Manufacturers’ Agents Seeking 
Lines 
An organization of three men, cov- 
ering Ohio, Michigan, Indiana, Mis- 
souri, Illinois, Wisconsin, Minnesota, 
lowa and Nebraska, calling on in- 
dustrial and hardware distributors, 
seeking to contact a few addi- 
tional manufacturers seeking outlets 
through industrial distributors. In- 
quiries directed to the Managing Ed- 
itor, Mitt Suppties, will be for- 
warded promptly. 
ee Se, 
R. R. Wing Adds Two Salesmen 
W. H. 


iS 


Snyder, formerly with 
Johns-Manville, and M. S. Bellows, 
formerly with Sherwin-Williams, 
been added to the sales force 
of R. R. Wing and Son Corporation, 
\lbany, New York. 

Charles C. Wing, 


have 


president, re- 


ports that his company is making a 
determined drive for industrial sup- 
ply business in the Albany district. 


MERIT 
OF PRODUCT 


gre® 
& Foch 
ge al aoe 1d 
xz av berg we oe 
sof e 


_ “Merit of Product” is again on 


the ascending in selling. Too 


long your best selling efforts 


have been befogged by less 


illustrates a wide | 
that | 


important arguments. 


The need among production 


men for new tools and equip- 


/ment plus their increasing 


tendency to buy on merit are 
creating sales and sales oppor- 
tunities for Brown & Sharpe 
Dealers. Brown & Sharpe Mfg. 
Co., Providence, R. I., U. S. A. 


1833 - 1933 


A Century of Dependable 


Service to Industry 


a INDUSTRy fe, 


Y= 
ce shyt ote 


bez 1, ARE 7 






Brown & Sharpe 
Tools 


“World’s Standard of Accuracy” 


BS 
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Johnson Bronze Announces 
New Bronze Bar Line | 


The Johnson Bronze Company, | 
New Castle, Pennsylvania, has an- | 
nounced a complete line of cored and 
solid phosphor bronze bars and 
graphited bronze bars. 

Johnson cored bronze bars are now 
supplied finished inside as well as 
outside—a feature which insures 
O D always concentric with I D for 
uniform wall thickness in machining. 
Blow holes and sand pockets are 
eliminated. Time, tool expense and 
weight waste are saved. 185 sizes 
are carried in stock. 

Johnson solid bronze bars are sup- 
plied machined and centered. 

Lee Berthold, sales promotion 
manager, announces also a six point 
distributor policy which provides: 

1. Distribution through recognized | | 
distributors only; 2. Absolute free- 


magination to Build Chandler Cap Screws 
dom of competition by direct sales; | 


si 2 = | Most people consider the cap screw Chandler has a very definite jobber 
3. Definite sales helps to aid distrib- | business dull, uninteresting. We do policy. We know that the jobber must 
utors; 4. Definite costs monthly with | ot agree. To us the thunder of a make a profit on his cap screw 

é : : : 7. locomotive—the drone of an airplane 
maintained selling prices assuring 


, Le , —the throb of great ships and the sales. 
reasonable prices ; 5. Constant quality | lofty heights of sky scrapers melt— 


product rigidly supervised by chem- | We Vision only the tiny, mighty cap Why not handle the finest cap screw 
ists and ” metallurgists enone screws that hold them together. and let us assist you in your sales? 
~] c « Sts, « c ) | 

machined; and 6. Positive coopera- 


| ‘ * ‘ % y 
tion between factory and distributor. Chandler Products ¢ Orp-. Cleveland, Ohio 





* * * 





New Rogers Price List 


Samuel C. Rogers and Company . 

- : r . a W ing under th 
Buffalo. New York, manufacturer e are operating de . 
of automatic saw and knife grinding 


machinery, has issued a new price | N RA 
list applying to catalog 50-A. The 
me _" were to be effective Au- | CODE OF FAIR COMPETITION 


as issued to the Leather Industry and signed by the President 





| Our Plant is the largest of its kind 
manufacturing a complete line of — 


MECHANICAL LEATHERS 


=== == INCLUDING === ——S 


| LEATHER BELTING —LEATHER PACKINGS 
SOLID ROUND and TWIST BELTING—BELT LACING, STRAPS, 


The “PERFECT” Oil Seal — Non-Metallic Pinions 
| THE CHICAGO RAWHIDE MFG. CO. 


Joseph Day, general manager of the 4394 ELSTON AVE. CHICAGO, ILL. 


Columbus Belting and Supply Company, 
Columbus, Ohio. 
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MANUFACTURING SALES 


@ A sale, like the product 
itself, goes through definite 
steps before it becomes a 
finished product—it must be 
manufactured. 


Here's a sure way to manu- 
facture sales of Safety Belt 
Lacers: 


1. Carry a sample with you 
at all times. 


2. Show the advantages of 
Safety Belt Lacers 
to all prospects. 


3. Demonstrate the 
superior features 
of the Safety 
Belt Lacer. 


Some of our distributors who 
have their salesmen follow 
this method sell more than 
50 Safety Belt Lacers a 
month. 


You, too, can manufacture 
sales this way—can build up 
your sales volume—can in- 
crease your earnings — 

merely carry a sample— 


AND SHOW IT. 


Start Now — you can 
"cash in" with Safety 
Belt Lacers priced at 
only $3.50 and cap- 
able of lacing any 
belt up to 6 in. 
width, in one op- 
eration! 

















SAFETY BELT-LACER COMPANY 


TOLEDO - > 


* * OHIO, U.S.A. 














They Need Goop Putters Topay 





DAGGETT BALL BEAR- 


ING LOOSE PULLEYS 
FOR BETTER PERFORMANCE 


Simple in design, accurately 
machined, made of the finest 
materials. Let us help you do 
a real selling job with them. 


—Sell them 


DAGGETT 


BALL BEARING 
LOOSE PULLEYS 
FOR BETTER PERFORMANCE 


Industrials in your territory are putting 
in new transmission equipment now—or 
are planning such action. 


Why nat be sure of your full share of 
this business by selling DAGGETT Ball 
Bearing Loose Pulleys? 


There is no question about their effi- 
ciency and economy. Their reputation is 
widely established. Our sales engineers 
are always ready to assist you in your 
selling efforts. Profits are good. Write 
soon for complete information. 


CHICAGO PULLEY & SHAFTING CO. 


19 No. Desplaines St., 


CHICAGO, ILL. 











Standardization 


The announcement by Secretary of 
Commerce Roper that the simplified 
practice and industrial standardization 
work of the Bureau of Standards will 
be turned over to the American 
Standards Association has aroused 
many questions concerning the con- 
tinuation of this work among groups 
which have participated in activities 
of the Bureau. 

Provision is being made for assur- 
ing continuity on the technical proj- 
ects. A skeleton staff to be main- 
tained in the discontinued divisions 
and sections of the Bureau during a 
transition period will greatly facili- 
tate the transfer. Individual projects 
in standardization and simplification 
can be carried on without any essen- 
tial change in method. Plans are now 
being made for obtaining greater 
financial support for the American 
Standards Association, and when this 
is accomplished, it is hoped that the 
Association may be able to take over 
a number of the Bureau’s personnel. 

It is the belief of Secretary Roper, 
as well as of Howard Coonley, presi- 
dent of the Association, that this 
transfer will have far-reaching con- 
sequences for every branch of Ameri- 
can industry concerned with standard- 
ization. The effect of the Secretary’s 
decision is to concentrate the respon- 
sibility in a single organized repre- 
sentative of industry, the public, and 
the Government. The consolidation 
of functions in the hands of a single 
organization is especially important 
since it comes at a time when the na- 
tional economy demands a sharp ac- 
celeration in standards-making to 
keep pace with the need for industrial 
agreements under the National Re- 
covery Act. 


xk ke x 


Zapon Company and Brevolite 
Lacquer Combined 

The announcement of The Zapon 
Company, a subsidiary of Atlas Pow- 
der Company, that its western busi- 
ness has been combined as of Septem- 
ber 1 with that of the Brevolite 
Lacquer Company, of North Chicago, 
Illinois, should be of interest not only 
to all users of finishing materials, but 
to the business world in general. The 
consolidation will be known as The 
Zapon-Brevolite Lacquer Company. 
A new corporation of that name has 
been formed under the laws of the 
State of [llinois. 

The consolidation, which brings 
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Thread 4 
Sizes of Pipe 
ACCURATELY 
with this one 

RiFEaIb 
Tool 


QO* the job—that’s where 
new ideas and new 
tools stand or fall. 



































From jobs all over the 
country have come reports 
that prove this RIFAID 
Threader another re- 

markable pipe tool, in 

design and making. 


It threads 4 sizes of pipe 
id i] . 

(1” to 2”) with same set 
of chasers—true accu- 
rate threads, over and 
under size, drip threads, 
short nipples — iron, 
cast iron, steel, brass 
pipe. Chasers set to 4 
size mechanically. —, 
Thumb lever opens j 
chasers, at same time 
reverses ratchet. Set 
work-holder to size, 
put on pipe, tighten 
with one screw. Tool 
is well balanced, light 
but powerful, enclosed, 
easily kept clean. 


Made in one 
and two han- 


tant time and 
trouble saver 





Other Unusual RIGID Tools 


Besides this threader, RIZAID 
makes new ratchet and 3-way 
threaders for small pipe, pipe 


wrenches, cutters and vises — all 
with distinctive advantages. It 
will pay you to push their sale. 
Write for complete information. 


THE RIDGE TOOL CO. 
Elyria, Ohio, U. S. A. 


Rikzaib 


PIPE TOOLS 


dle patterns. | 
An impor- | 


in any kit. | 


together the western division of one 
of the oldest lacquer companies in the 
country with one of the largest of 


| the younger ones, should mean much 
to both, because it will furnish The 


Zapon Company with a completely 
equipped plant in the west, and give 
Brevolite a stronger organization and 
greatly enlarged research facilities. , 
The Zapon Company was founded 


| in 1884 and in addition to being the 


oldest manutacturer of pyroxlin base 
finishing materials, is also one of the 
world’s largest producers of leather 
cloth, suede fabric, auto top and sim- 
ilar materials. 

The Brevolite Lacquer Company 


_was founded in 1919 by the late Dr. 


Brevis, one of the pioneer lacquer 
chemists of the country. It has en- 
joyed a steady growth and occupies 
at the present time a modern fireproof 
factory, constructed in 1930, at North 
Chicago, Illinois. 

Leonard Richards, vice-president 
of Atlas Powder Company, has been 
elected president and general manager 
of all activities of The Zapon Com- 
pany including the Zapon-Brevolite 
Lacquer Company. J. W. Hanson, 
Jr., will be assistant general manager 
in charge of operations, research and 


development, and M. J. Creighton 


will be assistant general manager in | 


M. Howard will | 


charge of sales. J. 
continue as general sales manager of 


while Casper Apeland, formerly pres- 
ident of the Brevolite Lacquer Com- 
pany, will be general manager in 
charge of all activities of the newly 
formed company. 

Although for the present the Chi- 
cago branch of The Zapon Company 
will continue at its location at 45th 
& La Salle Streets, it is hoped that 
the activities of the new company can 
be centralized as soon as possible in 


_ the Brevolite factory and sales office 
| in North Chicago, Illinois. 


Except 
for this, no change is anticipated in 
either the Brevolite or Zapon organ- 
izations. Personnel, products and 
policies will remain unchanged, as- 
suring the continuation of all trade 
relationships. 

The eastern business, as well as the 
entire leather cloth and kindred fab- 
rics department, will be conducted, as 


YES, 
ANOTHER 
NEW 
TOOL! 
and what 
a market! 





| lacquers and synthetics in the terri- | @ 
| tory served by the Stamford factory, 


THIS NEW MODEL “B” 
SKILSAW SANDER 


With Vacuum Dust Collector 


Eliminates dust in Means 
the air — increases 7 
life of sanding belts More 
—improves utility— . ° 
widens the market. Sales + 
| The original Skilsaw e 


heretofore, by and under the name of | 


The Zapon Company, from the plant 
at Stamford, Connecticut, and from 
the branch offices in New York and 
Detroit. 


Sander has been a 
big sales producer and now with the new 
Model “B” you will have a larger and 
more diversified field in which to get 


the business. Ideal for both mainte- 
nance and_ production § sanding on 
Wood, Metal or Stone. Remember— 


it’s the only product of its kind sold 
exclusively through distributors. 


Write for details about our attractive 
distributor’s proposition. 


SKILSAW, Ine. 


3344 ELSTON AVE., CHICAGO 


RY GIRY:VA 


SANDER 
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ALLIGATOR 


TRADE MARK REG. U.S. PAT. OFFICE 


STEEL BELT LACING 


Nearly a thousand belts per hour are 
laced with Alligator Steel Belt Lacing, 
day in day out, year in year out. Easy, 
rapid application with a hammer as the 
only tool; the hammer-clinched, vise- 
like grip on the belt ends, preventing 
friction of the plies; the patented, sec- 
tional steel rocker pin which absorbs 
friction in the hinged joint; the great 
surplus of strength and long service— 
only Alligator Steel Belt Lacing com- 
bines these features which 
make it the choice of mil- 
lions of belt users. Reliable 
both on light and heavy 
duty drives. Eleven sizes. 
Made also in Monel Metal. 
You can recommend it 


“blind.” 
























FLEXIBLE STEEL 
LACING COMPANY 


4633 Lexington Street 
CHICAGO, ILLINOI6 


In England at 135 Finsbury 
Pavement, London, E. C. 2 
















fhe. Fe 


‘TRACE MARK REGISTERED 




















cents a man to you to be assured 
that every one of your salesmen ob- 
tained the full benefit of the many 


ARE YOU GOING 
TO WASHINGTON 
to Start the Wheels 





of Your Industry ? 


HETHER it be in con- 
nection with the Confer- 
ences on Industrial Codes or 
the administration of the 
$3,300,000,000 Public Works 
Program, The Willard is your 
logical headquarters—adjacent 
to 
General Johnson's Office 
Office of Secretary of In- 
terior Ickes 
Home Loan Bank Hdatrs. 
Farm Loan Board 
Public Works Budget Head- 
quarters 
New Commerce Building 
Office of Postmaster General 
Facley 
White House Offices 
Railroad Administration 


One 


WILLARD HOTE 


“The Residence of Presidents” 
14th and Pennsylvania Ave. 
Washington, D. C. 


H. P. Somerville, Managing Director 














sales-building helps it contains. 


At a cost of only four cents a month, 
you can (as hundreds of other dis- 
tributors are now doing) send MILL 
SUPPLIES to each one of your sales- 
men’s homes. There, in one or two 
evenings a month, they can absorb 
enough valuable information to re- 
pay you hundreds of times over for 
the small expense you have incurred 
in sending the magazine to them. 


Send us today the names and ad- 
dresses of the men who should re- 
ceive the Magazine. A bill will be 
| sent you later. 


MILL SUPPLIES 


(520 N. Michigan Ave., Chicago, Ill. 











H. M. Harper Issues Catalog 
and Price List 

The H. M. Harper Company, Chi- 

cago, Illinois, recently issued a 36- 


| page illustrated catalog and price list 
| describing its line of non-ferrous bolts, 
| nuts, screws, washers and hardware 


products. 

In addition to listing cap screws, 
machine and carriage bolts, lag screws, 
machine screws, set screws and thumb 
screws in brass, lists and illustrations 
are also given for products of Ever- 
dur, Monel metal and stainless steel. 

A table giving the mechanical and 


| chemical properties of copper, brass, 


| Naval bronze, 


Tobin bronze, Muntz 
metal, Everdur, phosphor bronze, 
Monel metal, aluminum and stainless 


| steel presents the user of the catalog 
' with information valuable in the se- 
| lection of the proper bolt or screw for 


any given application. 
* * * 


Manufacturer’s Sales Manager 
Available 


A man with many years’ experience 
in the distribution of industrial supply 
items as sales and advertising mana- 
ger for a manufacturer of a typical 
small equipment item, is now seeking 
a connection in which he will be able 


| to capitalize on his knowledge of in- 


dustrial distributors and the sales 


| methods best suited to their needs. 


* * |] To Distributor Executives: 
When you have gone through this | 
issue of MILL SUPPLIES, ask your- 

+ self if it would not be worth four 


Inquiries addressed to the sales 
manager, MILL SuppPLiEs, will be for- 
warded promptly. 


* * * 


Sales Executive Seeking 
Connection 
A sales executive with over 12 years’ 
experience calling on distributors and 
large industrials in the Chicago terri- 


tory, western New York and eastern 
| Ohio, is seeking a connection with a 


manufacturer selling through distrib- 
utors. 

He is 38 years old and married. 
Can give good references. Address 
inquiries to Editor, MiLt SuppLies. 


* * * 


New Worthington Publication 

The Worthington Pump and Ma- 
chinery Corporation, Harrison, New 
Jersey, has issued several new bulle- 
tins of interest to industrial distrib- 
utors. 


On portable air compressors, bul- 
letin W-850-B32 covers those of 120 
cubic feet per minute capacity, W-850- 
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B33 covers 240 cubic feet capacity, 
W-850-B34 covers 310 cubic feet ca- 
pacity and W-850-B37 covers 360 
cubic feet per minute capacity. 

Bulletin D-111-S4A is an eight- 
page booklet describing Hivol piston 
pumps for handling highly volatile 
liquids. 

Bulletin D-111-S3A, a two-page 
publication, covers horizontal piston 
pumps for general service. 

x Ok Ok 


E. K. Conneely Manager Railroad 
Sales for Republic Steel 

Emmett K. Conneely has been ap- 
pointed manager of railroad sales by 
Republic Steel Corporation, accord- 
ing to an announcement made by N. 
J. Clarke, vice-president in charge of 
sales. 

Mr. Conneely served in various ca- 
pacities with the Pittsburgh and Lake 
Erie Railroad during his early busi- 
ness life, joining the Standard Steel 
Car Company during the war. He 
was later connected with the New 
York Air Brake Company as vice- 
president and became vice-president 
of the Pullman Company at New 
York upon that company’s acquisi- 
tion of Standard Steel Car Company. 

He was subsequently made vice- 
president of Standard Steel Car 
Company at Chicago. Mr. Conneely 


_ will make his headquarters at the Re- 


public general offices in Youngstown, 
Ohio. 


* & + 


New Handbook of Arc Welding 

The publication of “Procedure 
Handbook of Arc Welding Design 
and Practice’ makes available in 
one volume complete and up-to-the- 
minute information on both design 
and procedure for arc welding. 

The book is encyclopedic both in 
conception and contents. It contains 
434 pages with about 500 illustra- 
tions and drawings. The book is di- 
vided into eight principal sections or 
parts. Each of these deals with an 
important phase of arc welding and 
its application in a clear, concise man- 
ner, amply illustrated with detailed 
drawings and photographs. 

Since the history-making develop- 
ments of the last few years in arc 
welding have made most available 
books on the subject obsolete, the 
publication of the new “Procedure 
Handbock” is particularly timely. It 
is prepared not only for the use of all 
welders and departmental heads of 
welding departments but also for 








RATCHET REAMER 
CAP. 3%” TO 3” 








TOLEDO, OHIO 


STRESS QUALITY 


—when selling Pipe Reamers. 
“TOLEDO” Reamers made of highest 
quality materials and careful workman- 
ship. Safeguard your customers. Backed 
by energetic advertising and thirty years 
of experience in pipe tool building. 
Put “TOLEDO” Reamers in stock for 
immediate delivery. 
quick 


Liberal profit and 
with 
on request, 


sale. Literature your im- 


print furnished 


THE TOLEDO PIPE THREADING MACHINE Co. 


NEW YORK OFFICE: 72 LAFAYETTE ST. 


“To DO 





| 






JUNIOR REAMER 
CAP, %” TO 2” 








PROVEN PRODUCTS 








Edgemont Clutches 


| “TYPE B’—EXPANDING CLUTCH 





COUNTER-SHAFT 
CLUTCH PULLEY 


( 








CLUTCH PULLEY 


SERVICE TESTED 





EXTENDED SLEEVE 


For applications where a disc clutch 
with renewable liners) is preferred and 


point of service considered, the Edge- 
mont Type “SF” is the most economical 
to install. 


“A modern clutch for mod- 


ern requirements.” 


Distributors are invited to ask us for 
further specific details and literature. 





LINE SHAFT 
CLUTCH PULLEY 


For general factory installations, and all Friction Clutch applications where 
simplicity of construction, maximum of efficiency and minimum initial cost is 


considered, the expanding Type “B” has no equal. Once tried, always used. 


“TYPE SF’—DISC CLUTCH 





EXTENDED SLEEVE 


‘THE EDGEMONT MACHINE Co. 


2500 HOME AVE., DAYTON, OHIO 
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Precision Ball and 
Roller Bearings by McGill 


The automotive roller bearing below consists of 
bronze retainer, steel rolls, and an outer raceway 
assembled as a unit and a separable inner race- 
way. .. These roller bearingsin many places are 
supplanting ball bearings and the hollow flexible 
roll type roller bearings. . . McGill bearings are 
used extensively where quality and workman- 
ship are paramount considerations. . . Consult 
witha member of Our Technical Staff. Our expe- 
rience may be valuable in helping yousolve ioe 
bearing problem. Our fagtoryis ideally equippe 

to manufacture any special bearing. Our Rea 
Catalog No. 12 will be mailed you upon request. 





6 MCGILL» 
MANUFACTURING CO. 


Precision Ball and Roller Bearings 
VALPARAISO INDIANA 
Box No. 669 














HIGH SPEED DRILLS 
REAMERS 
TAPS- DIES 

MILLING CUTTERS 

CHUCKS 
ETC. 


NOTE THE SHIELD 


ON EVERY TOOL 


THE Stanparp Toot (0. 
CLEVELAND 
New York Chicago 











| those responsible for the design of | 
| products which may be built by weld- | 


ing. The data included on procedure 
speeds and welding costs are particu- 
| larly valuable. 

Among the subjects treated in de- 
tail are, descriptions of various weld- 
ing processes, definition of welding 
terms, classification of welds, strength 
|of welded joints, methods of stress 
| relieving, tabulations of speed of 
| welding all types of joints in all posi- 
tions, methods for estimating cost of 
weld production, structures and prop- 
erties of weld metal, specifications 
for steels and alloys of good weld- 
ability, the welding of non-ferrous 
metals, comparison of limitations of 
rolled steel and cast iron in machine 
design, 
|'machine parts built by 
| treatise on fundamental 
| of arc welded and 
| 
| 


welding, 
advantages 
riveted — steel 
| structures, details of 
welding, welding of automotive parts, 


construction and repair of bridges, , 


| use of arc welding in cement plants, 

| gas plants, machine shops, mines, re- 

| fineries, pipe lines, railroad shops, 
steel mills, shipyards and hundreds 

[of other interesting subjects. 

| coln 


| Ohio. 


Electric Company, Cleveland, 


* * * 


G. H. Corliss Appointed by 
Lewis-Shepard 
| <A. L. Lewis, president of Lewis- 
Shepard Company, Boston, Massa- 
chusetts, has announced the appoint- 
ment of George H. Corliss as sales 
promotion and advertising manager, 


factory and warehouse materials han- 
dling equipment. 

Mr. Corliss, who has had an un- 
usual experience in marketing, has 
just returned east after spending the 
past three years in the middle west 
with the J. A. Fay and Egan Com- 
pany, Cincinnati, 
Manufacturing Company, Kewaunee, 


Woods Machine Company, 
in 1930. 

The Lewis-Shepard Company, one 
of the few plants in the country which 
has been busy all during the depres- 
sion, manufactures material handling, 
lifting, carrying, tiering, stacking and 
storing equipment for factories, ware- 
houses, and all sorts of industrial 
plants and institutions where all kinds 
\of articles, goods, products, or mer- 


Boston, 





| chandise can be mechanically handled. | 


ll Yow can Sell the 


construction details of basic | 


structural arc | 


This book is published by The Lin- | 


to merchandise their complete line of | 


and Kewaunee | 


Wisconsin, after leaving the S. A. | 





DISTRIBUTORS: 





PRODUCTS 


Easily and Profitably to 
an unusually large market 

First, there is the original Ruby- 
fluid soldering and tinning flux— 
a favorite with metal workers for 


a quarter century. (It does not 
cut the metal.) 


and our 
TWO NEW 
DEVELOPMENTS 


Rubyfluid Acid Core Solder 
—containing genuine Ruby- 
fluid flux—smooth flowing, 
non-sputtering — easy and 
safe to use. 

and 

Rubyfluid Soldering Paste 
—makes tight, clean, last- 





ing joints. No fumes, no 
— Red like Ruby- 
uid. 





Every plant is a prospect. 
for our “proof kit” 
plete facts. 


THE RUBY CHEMICAL CO. 


Ask 


and com- 

















70-76 McDowell St. Columbus, Ohio 
THEY THEY 
SERVE LAST 
| BETTER LONGER 


VINCENT- HUNTINGTON 


Grinding Wheel Dressers 





—an ideal Line 
for today’s 
distributor 
set-up 
Quality, perform- 

ance, economy — all 

count for more un- 


der new conditions 
than ever before. 





Every Vincent Cut- 
ter Has 18 Teeth. 


nt Them. Distributors _ sell- 


ing Vincent-Hunting- 

ton Grinding Wheel 
Dressers and Cutters will now 
reap the full benefit of the 
widespread reputation won by 
this excellent line. 





If you are not selling Vin- 
cent Products, write for our 
catalog and distributors’ price 
ecard. You can make real 
profits with Vincent in the 
steadily growing industrial 
market. 


| THE 
VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 


OmarmI4 4APMI <rryvo—1-A2m—-0N 
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Welding Promotion Takes to 
Wings 

In his engineering consulting ca- 
pacity with the Harnischfeger Cor- 
poration of Milwaukee, Klaus L. 
Hansen flies from city to city and 
plant to plant in maintaining his 
schedule of welding promotion, 

In addition to a broader applica- 
tion of the electric arc made possible 
through recent perfections in the 
P and H-Hansen are welder genera- 
tor, we understand that engineer 
Hansen is doing considerable plant 
educational work on his newly devel- 
oped are torch which is designed for 
brazing non-ferrous metals. 

This newly perfected torch can be 
operated from a standard are welder 
generator. A more detailed descrip- 
tion of the are torch will be published 
in these columns at a later date. 


* ok Ox 
New Catalog on Diamond Chains 


Catalog 583 on Diamond chains and 
sprockets has just been published by 


the Diamond Chain and Manufactur- 
ing Company of Indianapolis. * This | 


catalog of 96 pages contains complete 
information on where to use Diamond 
roller chain, how to select proper sizes 
and sprockets, calculation formulae 
and tables for determining chain 
length, 60 pages of tables giving com- 
plete data on chains of various pitches, 
single and multiple strand, and sprock- 


et data for all pitches of chain. A | 


section is also devoted to special 
chains with side lugs and extended 
pins for conveying systems, and on 
chains of special materials such as 


stainless steel, bronze, aluminum, | 


Monel metal, etc. Non-glare paper 
is used to provide for easy reading, 
and the binding is such that it lies 
flat at whatever page it is opened. 
* * x 
New Catalog Describing Main- 
tenance Shop Lathes 

“Underneath Belt Motor Driven 
Lathes” is the title of a new catalog 
just published which illustrates and 


describes eight sizes and types of | 


South Bend underneath belt motor 
driven lathes. These lathes are of the 


back-geared, screw cutting type and | 


are adaptable for the machinery main- 
tenance shop, general repair shop, au- 
tomotive service shop, engineering 
laboratory work, factory production 
and tool room work. The lathes 
shown are from 9-inch to 18-inch 
swing size and are available in bed 
lengths from 2'4-feet to 14-feet. 








SELECTIVE 


DISTRIBUTION 


Stanley selected mill supply distrib- 
utors are very definite partners in 
Stanley’s sales organization. They are 
given full cooperation in selling the 
highest quality of portable electric 


tools at a profit. 


Ask us for the complete plan. 





THE STANLEY ELECTRIC TOOL CO. 


New Britain, Conn. 











JUST ONE TRIAL 


—and Rockford Screw Products 


will pro 


duce a steady, profitable 


business for you. 


Get your customers to place one order for Rockford 


screws, bolts 


and nuts—and repeat orders will take care 


of themselves. 

And the initial selling job won’t be so difficult either. 
Take our cap screws, for instance. They are accurately 
and uniformly manufactured from .30-.37 Carbon nor- 
malized steel on the most modern type of machinery. 


This quality 
tomers. 


will be immediately evident to your cus- 


We are prepared to serve you quickly on your require- 
ments for both standard goods and special screw work. 
Our products are packed in extra strong cartons. Write 
for our illustrated catalog and our profitable distributor 


terms. 





Bolts 


Dardelet ‘ 
Nuts 


Jam 
Coarse an 


Screws, Cap 
Hexagon 


Fillister I 
Flat Head 





Connecting Rod 


Semi-Finished Hex and 


Castle nuts 


Coarse and Fine Thread 


Screws, Lag 


Screws, Machine 
Brass, Steel 
Flat, Round, Oval and 
Fillister Head 
d Fine Thread Screws, Set 
Headless 
Square Head 


Thread 


Head Screws, Wood 
Brass and Steel 
lead 
Special Work 











We 00 Ove paRT 


ROCKFORD SCREW PRODUCTS CO. 


Railroad Ave. and Ninth St., ROCKFORD, ILL. 
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Treated Steel 


TEELGRI 


Flexible Stee) Lacing 


A stronger lacing for all power and 
conveyor belts that will stand up on 
the heaviest pull. A better lacing for 
rubber and woven belting, for it com- 
presses ends and prevents fraying. 
Use STEELGRIP in all sizes—recom- 
mend it for jobs where other lacing 
rust out or break. 

STEELGRIP comes in all sizes and 
widths (up to 72-inch in stock), in 
convenient boxes, “handy cartons,” 
or strips. It is put on in a few min- 
utes with a hammer, without special 
machine or fixture, penetrates the 
toughest belt easily, 2-piece hinged 
rocker pin adds to flexibility and 
takes up wear. Write for Catalog 


Sheets and discounts. 











ATKINS 


310 N. Sheldon St., CHICAGO, U.S.A. 
srr. SAWS 
» 





Manufacturers every- 
where are looking for 
cost reducing tools and 
daily many are finding, 
as we have always said. 
that ATKINS SILVER 
STEEL Blue End, Hand 
and Power, Hacksaw 
Biades will cut more 
metal at a saving than 
any other blade of the 
same dimensions. 

it will pay distrib- 
utors to feature these 
blades of merit because 
each sale is made at a 
FAIR PROFIT and 
with positive customer 
satisfaction. Selling 
ATKINS SILVER 
STEEL Blades is a 
sure way to more profit- 
able business. 

Do not overlook AT- 
KINS Crosscuts, Cir- 
culars, — Files, 


Car Movers, Cantol Belt 
Wax, etc. They are all 
good profit makers. Ask 
for a quantity of im- 
Printed literature fea- 
turing the above 
KINS products. 

without obligation. 


E. C. ATKINS 
& COMPANY 
420 So. ILLINOIS ST., 
INDIANAPOLIS, IND. 

















| Buyer for Large Plant | 
Gives Tips to Salesmen 


| An Interview with the General Pur- 
chasing Agent of One of the 
Country’s Largest Oil 
Refineries. 

Buyers, like every one else, are apt 
| to get in a rut. They keep on buying 
| the same brands from the same 

houses year after year, more often 
out of habit than any other factor. 
| It takes intelligent salesmanship to 
| convince users that there may be a 
better product than the one they have 
been satisfied with for years. This 
was brought to my attention very 








jobbing house cornered me in the 


corridor one morning. He explained | 


forcibly when a salesman from a local | 


| 


that he wanted to talk to me about | 


packing for 
pumps. 


we had been using a certain type of 


our liquid 


ammonia | 
[ immediately told him that | 


packing for ten years or more and 


were well satisfied with the service 
we were getting. The salesman re- 
plied that he had been told about the 
length of time we had favored one 


| house, but that his packing was new 


and different from any other on the 
market. That word “new” left me 
without an alibi. I couldn’t say that 
I had tested it or a brand similar te 
his. The only defense left was price, 
so I asked him the cost of his pack- 
ing. It was more expensive than 
the brand we were using, but he 


countered that obstacle by explaining | 
that his packing would eliminate loss | 


of ammonia through the rods and 
also improve working conditions in 
the room. Again he touched a vul- 
nerable spot. And because he was so 


| sincere in his belief and also because 


I could not help admiring his spirit 


in stopping me in the hall, I con- | 


sented to his putting on a demonstra- 
tion. Here he not only demonstrated 


a superior type of packing, but a | 
superior brand of salesmanship as | 


well. He proceeded to demonstrate 
the value of his product and to check 


| carefully the equipment on which | 


it was to be used. First he backed the 


| packing gland off the piston rod and | 
measured the movement carefully to | 


see if the rod was in perfect align- 


ment. After he was satisfied that it | 
| was running in a straight line, he | 
| made sure that there was no play in | 


| the piston head which would allow 
| the rod to work into the packing and 
| force the packing through into the 
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QUALITY 
SERVICE 
ECONOMY 








CUT GEARS 


ANY TYPE 
ANY SIZE 
ANY MATERIAL 


ILLINOIS 
GEAR & MACHINE CO. 
2120 North Natchez Ave. 


CHICAGO 





—SHERMAN- 
The Hose 


Clamp 
That Cannot 


Rust 


MADE OF HEAVY 
WROUGHT BRASS 


| Sliding tongue in groove in- 
_ sures uniform grip on hose and 
prevents bulging. 


Stiff, heavy ears form a nut lock 
which prevents nut from turn- 
ing when tightened. Can be 
held in a vise and drawn tremen- 
dously tight. 

Made in all sizes and packed in 
strong, plainly labeled cartons. | 
We carry the largest stock of | 
hose clamps in the world, which 
insures prompt deliveries. 


DISTRIBUTORS—Send for sam- 
ple and attractive selling booklet. 


Hi. B. Sherman Mfg. Co. 


| Battle Creek, Mich. 
Largest manufacturers of Brass Pipe 
Fittings in the World. 


A complete Flat Bead line from new pat- 
terns ilable for i diate shipment. 
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MANY 
A DISTRIBUTOR 
CAN PAT HIMSELF 
ON THE BACK 


for sticking to those 
steady Trimo profits 


Loox over the actual figures on 
your pipe wrench business and 
you'll see why so many Trimo dis- 
tributors are patting themselves on 
the back for sticking to their pro- 
fits and making pipe wrenches pay 
their way. 


In good times or bad, you can make 
money by selling reliable, trade- 
marked tools — tools like Trimo, 
that maintain their unquestioned 
quality leadership and continue to 
sell on a quality basis. There’s the 
quality in every Trimo wrench to 
give extra value to your customer 
and still allow a fair profit for you. 


Stick to Trimo....it has meant 
good business for nearly 50 years. 


TRIMO 


TRIMO 


Pipe Wrench 





Made by Trimont Mfg. Co., Inc. 
Roxbury (Boston), Mass. 





|cylinder or out beyond the gland. | 
| During the process of his demon-| 
_stration he capitalized on every op- 
| portunity to tell about the quality of 
| his product. For example, he stressed 
| the point that his packing was made 
of a composition rubber with enough | 
graphite to assist in lubrication and_| 
prevent it from seizing on or scoring 
ithe rod. Of course we paid the! 
higher price and purchased his pack- | 
ing. Incidentally, it has lived up to 
|} all that he claimed for it. I might) 
|add here that in the 25 years I was| 
at this plant, this was the only sales- | 
man who made any serious effort to| 
change our packing habits and had a| 
| brand that warranted the changé. 

It occurs to me that if I were an 
| industrial supply salesman, I would| 
follow much the same course as this! 
/salesman. I would have a specific! 
item to discuss with each prospect, | 
|and I would not be satisfied until I| 
| had told my story completely. Then 1| 
would make a practice of concentrat- 
ing on those items which I knew to 
be of high quality even though they | 
were priced higher than those of my | 
competitors. As a general rule, there | 
are so many talking points to a high} 
quality line that price can be greatly | 
minimized, | 

Another thing I would do if I were | 
a salesman would be to follow up| 
every large order to find out if the| 
equipment or whatever it was I had| 
sold was doing the job efficiently. 1 
would tell the general purchasing | 
agent that I wanted our relations to| 
be entirely satisfactory. This visit) 
would be short and to the point, but | 
when I left, the buyer would know} 
that we appreciated his business and | 
wanted to do everything within our | 
power to merit it. So few salesmen | 
do this, and yet it is one of the sim-| 
plest principles of salesmanship. | 
Incidentally, if you are contacting a} 
buyer “way down the line,” I would | 
also advise you to visit the general 
purchasing agent at least twice a 
year. Tell him that you appreciate | 
the business his company has been| 
giving your house and that you 
wanted him to know it. Many times} 
these short visits influence more busi- | 
ness your way than a dozen regular | 
calls. Of course if these visits were 
frequent and lasted too long, they | 
would do more damage than good. 

And here’s another “if”. If you 
are asked to quote on an item of a 
technical nature, it will pay you to} 
learn all you can about the job it is| 
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BARNES 


RED ARROW 


High Speed Steel Hack Saw 
Blades 


Are Popular with Distributors 


Because— 


1. They cut faster and with 
greater precision and accuracy 
and a minimum amount of 


breakage. 


2. Their efficient and econom- 
ical performance guarantees re- 
peat orders with little sales 
effort. 


3. The Barnes sales policy pro- 
vides real protection, adequate 


sales help and a fine margin of 
profit for distributors. 


Investigate our products and our prop- 
osition and be convinced. 


W. O. BARNES CoO., INC. 


1297 Terminal Ave., 
DETROIT, MICH. 
and Leading Jobbers Everywhere 





l li 
iHne.. 
that makes 
it 
for you to 
concentrate 
sales effort 
Cap Screws 
Set Screws 


Coupling Bolts 
Milled Studs 





The 


Wm. H. Ottemiller Co., 
York, Pa. 





We also sell Dardelet Thread Screws 





possible 


expected to do, under what condi- 


tions, and all of the reasons why your | 
product is ideally suited for the pur- | 


pose. Get acquainted with some engi- 


| neer who can teach you how to figure 
specifications, so that if you are | 


asked to do it on the spot, you are 


able to. This inspires confidence and | 
respect which might otherwise take | 


years to build. 

It should not be necessary to 
touch on the subject of familiarity, 
but there is a certain class of sales- 
men who lack all of the fineness 
which their profession requires. For 
example, there is still a percentage 


of men who will call me by my first | 


name and invite me to lunch on their 
very first visit! This happens more 
often than you would believe, and 
never fails to prejudice me against 
the house they represent and the lines 
they carry. 

There are also a few salesmen left 
who do not dress carefully. It is not 
necessary to wear expensive clothes, 
but I do believe it is important to 
dress carefully. 

After a quarter century of inter- 
viewing salesmen, I can think of 
no other qualities more important 
than being persistent ; having a com- 
plete knowledge of the item you are 
trving to sell; following up every 


large sale; contacting the general 
purchasing agent at least twice a 


year; and watching your personal ap- 
pearance. 


* * * 


Jest Between Us Salesmen 
(Continued from page 48) 
prospects. Very often credit man- 
agers make changes in the ratings 
of even their best customers, but 
the information is not passed on 
to the salesmen. I claim the sales- 
men should check their credit “tick- 
lers” at least monthly and preferably 


bi-weekly. You see I am a great 
believer in “ticklers’ in various 
forms. Knowing how, when and 


where to sell and get the money for 
my sales has kept me in my job 
steadily where many men, with a lot 
more brains than I have, have been 
“on the move” or are out of employ- 
ment altogether. I make it a point 
to spend a good part of my time 
when off the job, on it. When I come 
in from a trip, I analyze the results 
of it, and then plan my next trip 
based upon my experience gained in 
past ones. 
Wee Willie veteran 


Keeler, the 






Sell Our 10,000 
Size at $180.00 


F.0.B. Columbus 


JAEGER “SURE PRIME” 
PUMPS SELL FASTER... 


2”—3”—4”—6” SIZES 


Beat competition, make money with 
America’s fastest selling line of compact, 
portable, sure priming centrifugals. Amaz- 
ingly low prices. Write us. 


THE JAEGER MACHINE CO. 


501 Dublin Avenue, Columbus, Ohio 











They’re Going Back to Work! 
Toolmakers — Machinists — Mechanics 


That means 
Sales for Distributors Handling 


GERSTNER 


TOOL CASES AND CHESTS 





A complete line—all styles, types and sizes 
—expertly designed, carefully made—durable 
—every item guaranteed. 


We support our distributors with catalogs 
and folders and other advertising—and allow 
an excellent margin of profit. 


Now is the time to go after Tool Case and 
a Chest business with this widely known 
ine. 


Write for complete information. 


H. GERSTNER & SONS 
29 Columbia St. 
GE DAYTON, OH!O Ei 
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artist of swat of a generation ago, 
said: “I’m not a great hitter as hit- 
ting goes, I simply hit ’em where 
they ain’t.” So I am not a great 
salesman, as salesmen go, but I do 
some of the things the average sales- 
men don’t. That means a little extra 
work between rounds, and a lot of 
extra work after each day’s routine 
grind, but it’s worth it. 

Getting back to credits, I believe 
that the credit manager should sit in 
at every conference between the 
executives and salesmen. The credit 
manager may be only a clerk or book- 
keeper on the payroll but, until he 
comes into his own, many a house 
will continue to be just a “selling 
plater” or an “also ran.” 

Boys, work with and not against 
your credit man. His job is no more 
a bed of roses than is yours. As the 
National Recovery Administration is 















Apply these five searching tests in selecting 
a hoist. (1) Ils design and construction cor- 
é z rect? (2) Ils it SAFE? (3) Is it easy to operate? 
working to bring about closer cooper- (4) Has it SPEED? (5) What is the quality of 
ation between the various units, is it the material from which it is made? WRIGHT 

t iust as important that all depart RA HOISTS meet these exacting requirements. 
nan gree See ee asada: WV WRIGHT MANUFACTURING DIVISION 
ments of the house we are working | ¢®& 


of the American Chain Company, Inc. 
for function as a cooperative unit win Pee 
as well? 


: WwW 








Statement of the Ownershiv, Management, 
Circulation, Etc., Required by the Act 
of Congress of August 24, 1912, 
of Mill Supplies, published monthly at Chicago, Tll., 
for October 1, 1935 
State of Illinois, County of Cook 








Before me, a Notary Vublie in and for the State and 
county aforesaid, personally appeared Albert E, Paxton, 
vho, having been duly sworn according to law, deposes 
and says that he is the Editor of Mill Supplies, and that 
the following is, to the best of his knowledge and belief, 
1 true statement of the ownership, management (and if 
a daily paper, the circulation), etc., of the aforesaid pub 
lication for the date shown in the above caption, required 
by the Act of August 24, 1912, embodied in section 411, 
Postal Laws and Regulations, printed on the reverse of 
this form, to wit: 





1. That the names and addresses of the publisher, 
editor, managing editor, and business managers are 


Publisher, Electrical Trade Publishing Co $20 N. 
Michigan Ave., Chicago, Ill.; editor, Albert E. Paxton, | 
520 N. Michigan Ave., Chicago, Ill.; managing editor, | 


James A. Channon, 520 N. Michigan Ave., Chicago, Il. 

2. That the owner is: (If owned by a corporation, 
its name and address must be stated and also imme- 
diately thereunder the names and addresses of stock- 
holders owing or holding one per cent or more of 
total amount of stock If not owned by a corporation, 
the names and addresses of the individual owners must 
be given If owned by a firm, company, or other un- 
incorporated concern, its name and address, as_ well 
as those of each individual member, must be given.) 
Electrical Trade Publishing Co., 520 No. Michigan 
Ave., Chicago, Ill.; Edgar Kobak, Jackson Heights, 
Long Island, New York City; Howard Ehrlich, 520 N. 
Michigan Ave., Chicago, Il. 





3 That the known bondholders, mortgagees, and other 
security holders owning or holding 1 per cent or more 
of total amount of bonds, mortgages, or other securities 
are: (If there are none, so state.) None. 


4. That the two paragraphs next above, giving the 
names of the owners, stockholders, and security holders, 
if any, contain not only the list of stockholders and 
security holders as they appear upon the books of the 
company but also, in cases where the stockholder or 
security holder appears upon the books of the company 
as trustee or in any other fiduciary relation, the name 
of the person or corporation for whom such trustee is 
acting, is given; also that the said two paragraphs 
contain statements embracing afflant’s full knowledge 
and belief as to the circumstances and conditions under 
which stockholders and security holders who do not 
appear upon the books of the company as trustees, hold 
stock and securities in a capacity other than that of 
a bona fide owner; and this afflant has no reason to 
believe that any other person, association, or corpora 
tion has any interest direct or indirect in the said 
= bonds, or other securities than as so stated by 
rim 


5. That the average number of copies of each issue 
of this publication sold or distributed through the 
mails or otherwise, to paid subscribers during the six 
months preceding the date shown above is (This in- 
formation is required from daily publications only.) 


ALBERT E. PAXTON. 


Sworn to and subscribed before me this 15th day of 
September, 1933. 
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(Seal) Elsie E. Stover 
(My commission expires Dec. 10, 1933.) 
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